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EXPLOSION RATES 
PROMULGATED TO-DAY 


Rate Committee Yesterday Considered 
Final Policy Form and Methods 
of Application 








NEW F EATURES — IN POLICY 


Contains Thirty-Day Premium Pay- 
ment Clause—No Change in Short 
Rate Cancellations 


Final action will be taken today in 
promulgating the new rates and policy 
forms of the Explosion Conference as 
a result of the meeting of the rate 
committee of that body held yesterday. 

At the meeting of the Conference 
held last Thursday, a form of policy 
was adopted to supersede the old war 
cover form made obsolete by the end- 
ing of hostilities. The form then 
adopted has since been reviewed by 
legal counsel and will shortly be sent 
to the members for immediate use. 

Covers Riots and Strikes 

The new policy form is intended to 
cover those hazards excluded from a 
fire policy such as direct loss or dam- 
age caused by riot, insurrection, civil 
commotion including strikes, and explo- 
sions excepting such explosions as are 
due to the inherent hazard of the prop- 
erty insured, which are specifically ex- 
cluded from the cover. 

The rates to be charged for this form 
of policy, based on the fifty per cent. 
co-insurance clause, will be: 

For dwelling, mercantile, office, pub- 
lic buildings and similar non-manufac- 
turing classes. 37 cents. 

For manufacturing plants the rates 
vary from 47 cents to $1.19. 

There will be provision for the in- 
clusion of the inherent explosion haz- 
ard by an endorsement for an ad- 
ditional charge varying according to the 
class and property insured. 

Watchman Warranty Abrogated 

The policy will contain a thirty-day 


premium payment clause and a ninety- 


day non-cancellation feature. The Con- 
ference rule relative to the attachment 
of a watchman warranty to war and ex- 
plosion policies is abrogated. 

At the same meeting, the Conference 
declined to make any change in its 
rule regarding short rate cancellations 
of existing policies to take advantage 
of the reduction in explosion and war 
cover rates made on November 20. 























Conflagration Proof 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Underwriting Capacity Second to None 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Haii, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Rental Values, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 














North British 


and Mercantile 
Insurance Co. 


Fire, Tornado, Automobile, 
Sprinkler Leakage, War Risk, 
Explosion and kindred lines 


Security 
Resources ample for 


all obligations. 


Service 
Expert advice on in- 


ESTABLISHED 1809 surance pre »blems. 


E. G. RICHARDS, Manager 


UNITED STATES BRANCH 
76 William St., 


NEW YORK CITY 

















GENERAL AGENTS WANTED 





INDEMNITY MUTUAL MARINE ASSUR- 


Automobile Insurance 


THE ROYAL EXCHANGE ASSUR- 


ANCE (Marine Dept.) OF 
ANCE CoO., LTD., OF LONDON, ENGLAND LONDON, ENG. 
Surplus United States Statement....$ 461,101 Surplus ...........sseceeeeeereees $1,348,075 
Surplus Home Office Statement...... 11,727,022 THE TOKIO MARINE AND FIRE 


UNITED STATES LLOYDS, Inc., 


Surplus 


INSURANCE CO. 
LTD., OF TOKIO, JAPAN 
(Marine Department) 


of NEW YORK, N. Y. —— United States State- 


Js devesdececaceneseosseeseeveeses $830,156 


APPLETON & COX, Attorneys 
3 So. William St. NEW YORK 


AN ATTRACTIVE PROPOSITION 
GENERAL AGENTS WANTED 


$562,916 
Pann wl Home Office Statement . $7,433, ‘611 








$3. 00 a Year; “De. per Copy 


INFLUENZA CLAIMS 
OVER $12,000,000 
ON 40,000 LIVES 


Prudential Insurance Company Paying 
at Two and One-Half Times 
Normal Rate 





WAR LOSSES TOTAL 


Heaviest Mortality Experience in Com- 
pany’s History—Branch Offices 
Run Out of Checks 
Over $12,000,000 on over 40,000 lives 
has been paid out in influenza claims 
by The Prudential Insurance Company. 
The rate of payment at the present 
time is two and one-half times above 
normal claim payments. The claims 
are coming mostly from west of the 
Mississippi River, except that Pennsyl- 

vania shows up very heavy now. 

Comparing the influenza claims with 
the war claims, The Prudential’s record 
shows the war claims to December 13th 
as $2,500,000 in United States, and 
$1,000,000 in Canada; total $3,500,000. 

Claim Department Augmented 

The claim department at the home 
office has been doubled up, working 
days and evenings, and at times the 
company has had as many as 165 per 
cent. of its force ill. 

Notwithstanding The Prudential’s 
facilities at the home office for writing 
checks, they did not have sufficient 
machines to carry on the work, and 
extra machines and typewriters have 
been in constant use since the influenza 
epidemic broke out. 

Run Out of Checks 

Under the company’s system, the su- 
perintendents are allowed to pay 
checks for claims up to $750, and the 
claims were received so rapidly in the 
company’s branch offices, that check 
books gave out and a new supply had 
to be secured. 

Both Branches Faved Alike 

At one time, the company was paying 
six times as many claims as normal 
in both industrial and _ ordinary 
branches, and the company’s experience 
has been about equal in both branches. 

The heaviest mortality has been 
among persons between 20 and 40 
years of age. The experience for this 
week does not seem to indicate any 
decrease over last week. 

In the United States on the war 
claims, the total number of deaths is 
6,700 and in Canada the number is 
330. 

This is the heaviest claims expert- 
ence in the history of The Prudential. 


$3,500,000 
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Life Men Pledge 
Government Help 


ORGANIZATIONS ON RECORD 


Every Effort Will Be Made to Continue 
War Risk Policies in 
Force 


The life insurance men of America, 
through their representative national 
organizations, have pledged their full 
indorsement and co-operation in carry- 
ing out the government’s program foz 
the continuation and conversion of 
United States Government Insurance 
on soldiers and sailors. 

At a meeting held in New York last 
week, J. K. Voshell, president of the 
National Association of Life Under 
writers, pledged the suppovt of the en 
tire field force of the life insurance 
business. 

The Convention of Insurance Com 
missioness, the National Fraternal 
Congress, the American Life Conven 
tion, the Association of Life Insurance 
Presidents, and the Association of Life 
Agency Officers have all adopted reso 
lutions pledging their complete  co- 
operation and assistance in the cam 
paign to keep in force the largest pos 
sible amount of government insurance 
after the soldiers and sailors have re 
turned to civil life. 

Through the patriotic co-operation 
of the life insurance fraternity the 
government will be able to carry on 
an intensive educational campaign 
reaching not only the soldiers and sail 
ors themselves but their relatives as 
well. 

A spirited educational campaign is 
already under way in the army and 
navy both herve and overseas. 


PROVIDENT LIFE PRODUCTION 

The Provident Life & Trust Co. of 
Philadelphia reported that the paid for 
business up to Nov. 30, 1918, totalled 
$46,289,000. The company expects to 
go over the $50,000,000 mark by De 
cember 31st. 


PLAN DECLARED UNWORKABLE 

The Compensation Inspection & Rat- 
ing Board of New York has notified its 
members that the plan of the Travelers 
Insurance Company to make the experi- 
ence rating plan retroactive to cover 
policies in force between June 30, 1917 
and June 30, 1918, has been vetoed by 
the New York Insurance Department 
as being contrary to the anti-rebate and 
anti-discrimination law. 


HECOX IN NEW PLACE 

The insurance fraternity is glad to 
lear that Charles L. Heeox has been 
elected vice-president and secretary of 
the Liberty Fire, being organized in 
St. Louis. Mr. Hecox retired recently 
as Western manager of the Ohio Far- 
mers and is one of the most widely 
known fire insurance men in the 
country. 


HANDLING DE LEON’S BUSINESS 

J. N. S. Brewster, Jr., will take 
charge of the brokerage business of the 
late Edwin W. De Leon. Mr. De Leon’s 
office was at 123 William Street, and 
his business was incorporated. M-. 
Brewster will handle it for Mr. De 
Leon’s widow. 


WILL PAY 50 PER CENT. 
The Montana state hail insurance 
fund is so far insolvent that it will 
be able to pay only about 50 pe- cent. 
of this year’s claims. 


TAKE COMMERCE OF ALBANY 

Hall & Henshaw now have the Com- 
merce of Albany as New York City 
agents. 








Protect Your Loved Ones | 














INSURANCE provides the only SAFE way 


| For full information, 


JOHN M. RIEHLE 


Equitable Life Assurance Society 
of the United States, 


68 William St., New York City 


call, write or phone: 





’*Phone 4343 John 








‘*ALLSTROM MAKES CHANGE 
Becomes Secretary and Actuary of te 
Minnesota Mutual Life of St. 
Paul 


An interesting change in life insur 


ance circles in the west is that of 


Henry W. Allstrom who, after more 
than seven years of service as actuary 
of the Northwestern National Life of 
Minneapolis, resigns that position, to 
become secretary and actuary of the 
Minnesota Mutual Life of St. Paul. 

Mr. Allstrom has been a keen student 
of the business of life insurance, both 
from the actuarial and office manage 
ment standpoint, and in the greater re- 
sponsibility of his new position, should 
feel entizely at home and give the Min- 
nesota Mutual Life a faithful and pro- 
gressive administration of the duties 
encumbered upon him. 


CORNELIUS DOREMUS DEAD 
For Many Years Active as President 
of Guardian Life, of 
New York 





Cornelius Doremus, for many years 
president of the Guardian Life Ins. Co., 
formerly the Germania Life, died at his 
home, 51 W. 87th Street, New York City 
last week. Mr. Doremus was 76 years of 
age, being born in Greenwich Street, 
New York, Aug. 11, 1842. He had suf- 
fered from Bright's disease for a number 
of years, and had been confined to his 
home for the past two years. Mr. 
Doremus was a graduate of the old 
New York Academy. He went to work 
for the Germania Life 58 years ago as 
an office boy, and ultimately became its 
president. He retired from the com- 
pany four years ago on account of his 
health, but continued to act in an ad- 
visory canacity until a short time be- 
fore his death. 
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QUITABL 


Mutual in Principle and Practice 
Impregnable in Strength 
Enterprising, Conservative Management 
Comprehensive, Adaptable Policies 
Low Mortality Rate 
Prompt Payment of Death Claims 
Efficient Service to Policyholders 
Training and Education for Agents 


A satisfied constituency gained by Fifty- 
eight years of public service 


These are some of the advantages enjoyed by 
representatives oJ 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


of the United States 


For agency openings address: 
W. E. Taylor, Second Vice-President 


QUITABLE 


Se er eS 

















“Objective” Produces 
Application Each Day? 


A. S. KORNHEISER LOOMS BIG 





New Man Makes Use of Intensive 
Selling Program and Secures 
Unusual Results 
“No salesman of life insurance is 
ever one hundred per cent. successful 

unless he has a definite ‘objective.’”’ 
The foregoing statement is made by 
a New York general agent in discuss- 
ing the success of 
A. S. Kornheiser, 
who, though only 
two years a sales- 
man of life insur- 
ance, has during 
the last twelve 
months averaged 
one application a 
day. Continuing, 
the general agent 
Says: “A mere 
desire to succeed, 
do well, and make 
money, is not 
enough. Very few 
COCR Who engage 














A.8.KORNHZIgER ™ * Hife insur- 


ance business as 
a profession are analytical enough to 
eliminate waste and conserve the ele- 
ments of success. Few men of the 
many who enter this business reach 
the top, where the maximum of produc- 
tion reigns.” 

Mr. Kornheiser became almost ob- 
sessed with the “objective” of com- 
manding his evforts to write an aver- 
age of not less than one application a 
day for each working day in the year, 
without reference to the size of the 
application. At first Mr. Kornheiser 
regarded this “objective” as simply a 
slogan, but in due course it was burn- 
ed into his mind to such an extent’ that 
he sensed it as a demonstrated rule of 
success. He attains his “objective” by 
the intensive method of solicitation 
daily a large number of calls, that 
yield a sufficient number of interviews 
to provide a daily average of not less 
than one sale. 

Mr. Kornheiser is ambitious to rank 
among the million dollar a year pro- 
ducers. If he maintains his present 
pace, his “objective” will doubtless 
soon be reached. He is a member of 
the selling force of the Travelers In- 
surance Co. in New York City in the 
general agency of P. F. Huff. 

VARIOUS VIEWS ON POOL 

Those who are working on the or- 
ganization of the proposed oil insur 
ance pool evidently operate on the as 
sumption that a shortage exists in 
the insurance market and that oil pro- 
ducers and refiners are experiencing 
difficulty in obtaining sufficient cover 
On the other hand, one office which 
writes a large amount of oil business 
takes the position that no shortage ex- 
ists and it therefore refuses to enter 
its companies in the pool. 


NOT SERIOUSLY WOUNDED 

Lieut. R. C. Christopher, Jr., son of 
ihe assistant manager of the Caledo- 
nian, is now reported to be not ser- 
iously injured, although his name has 
appeared on the casualty list as among 
those badly wounded. Lieut. Christo 
pher was in the 312th Infant-y. He 
participated in the battle in Argonne 
Wood and at Grand Pre. He was 
gassed three times. 





NEW PENNSYLVANIA SPECIAL 

William T. Mills, Jr., has become 
special agent for the Royal in Eastern 
Pennsylvania succeeding P. Q. Phar- 
quarson, who has resigned to enter an- 
other line of business. Mr. Mills has 
long been a member of the New York 
Office staff. 
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War Risk Bureau 
Investigation Sought 


BENEFICIARY RULE INVOLVED 


Congressman Claims Inefficiency in 
Administration of Act—Wants 
Early Report ’ 
(Special to The Eastern Underwriter.) 
Washington, D. C., December 18th. 
An investigation of the Bureau of War 
Risk Insurance is called for under a 
-esolution presented to-day in the 
House of Representatives by Congress- 
man Louis T. McFadden of Pennsyl- 


vani:, and referred to the House Com- 
mittee on Rules. The resolution states 
that: 


“Whereas many members of Congress 
have been informed by dependents, 
wives, fathers and mothers, and sold- 
iers, sailors and marines, of the inef- 
ficiency of the Bureau of War Risk In- 
surance, and the failure of said Bureau 
to carry out the purpose and intent of 
congress as expressed in the act cre- 
ating the military and naval branch 
thereof; 

“Therefore be it resolved: That the 
Speaker of the House is hereby au- 
thorized to appoint a_ select com- 
mittee of nine members’ of the 
House, whose duty it should be to 
make a thorough inquiry into the at- 
fairs of the Bureau of War Risk In- 
surance, and the administration of the 
soldiers’ and sailors’ insurance, compen- 
sation and allotment laws, and to report 
its conclusion and recommendations to 
the House not later than January 15th, 
1919. Said committee shall have power 
to send for persons and papers, ad- 
minister oaths to witnesses, and to em- 
ploy clerical and other necessary as- 
sistance.” 

With respect to the distinctly insur- 
ance features of the complaints re- 
ceived by members of Congress from 
their constituents, there are a number 
announcing that payment of poli- 
cies has been denied on the ground 
that the beneficiaries named were not, 
prior to the entrance of the insured in- 
to military service, dependent upon 
him. 

Congressman Frederick W. Dallinger 
(republican), and Peter F. Tague (dem- 
ocrat), of Massachusetts, and Edward 
W. Saunders (democrat), of Virginia 
have openly attacked the Bureau on the 
floor of the House of Representatives, 
because if its alleged inefficiency. 

It is understood from the temper of 
the members of Congress that if some- 
thing does not come of the McFadden, 
or a like resolution, other efforts will 
be made to so jog the Bureau of War 
Risks Insurance up, as to get it to 
take other tactics in handling the busi- 
ness assigned to it by law. 


JOINS CONNECTICUT MUTUAL 


H. M. Holderness, Manager of Agencies 
George Washington’ Life of 
Charleston, Makes Change 


H. M. Holderness, who for a number 
of years has been manager of agencies 
for the George Washington Life of 
Charleston, W. Va., will sever his rela- 
tions with that company on January 
first next, and will become associated 
with the Connecticut Mutual Life of 
Hartford. 

Mr. Holderness will be connected 
with the agency department of the Con- 
necticut Mutual Life as a supe-visor 
of agencies. He is an enthusiastic and 
forceful character, and should give a 
g00d account of himself with this 
splendid institution. 





“Buy useful Christmas presents” is a 
slogan that will be used more this year 
than ever before. An accident and 
health policy is useful. 


Col. Lindsley Heads 
War Risk Bureau 


SUCCEEDS WM. C. DE LANOY 
Has Been Chief of the War Risk Sec- 
tion of the American Expeditionary 
Forces 
Washington, D. C., Dec. 19—Colonel 
Henry D. Lindsley, former president 
of the Southwestern Life Insurance 
Company, of Dallas, and one time mayor 
of Dallas, Texas, has been made direc- 
tor of the Bureau of War Risk In- 
surance. This position was made va- 
cant some time ago by the resignation 
of former director, William C,. DeLanoy, 
and has since been held temporarily by 
Herbert D. Brown, chief of the United 
States Bureau of Efficiency, as director 

pro tem 

The new incumbent has served for 
the past year on the staff of Major 
General J. G. Harbord, as chief of the 
war risk section of the American Ex- 
peditionary Forces, having charge of 
all war risk insurance matters over- 
seas. He is a graduate of the P'atts- 
burg Training Camp, having emerged 
from a course in training at the camp 
as a major of infantry. He was later 
promoted to the vank of colonel. 


EQUITABLE INFLUENZA CLAIMS 
Death claims on the lives of 1,247 
policyholders for insurance totalling 
$2,730,735 have been paid by the 
Kquitable Life Assurance Society up to 
Dec. 11th. The Society reports that of 
these policyholders, 320 had been _ in- 
sured for less than one year. 
ROLAND O. LAMB RECOVERING 
Roland O. Lamb, president of the 
John Hancock Mutual Life, is recover 
ing after an operation for appendicitis. 


Special Assessment 
in December, 1918 


THE FRATERNAL AID UNION 


Advisory Board Finds Extraordinary 
Condition Confronting Order Due 
to Influenza Deaths 


Supreme President V. A. Young, and 
Supreme Secretary L. D. Roberts of 
The Fraternal Aid Union, of Lawrence, 
Kansas, in “The Guide,” the official pub- 
lication of that order, notify its mem- 
bers that on account of death losses 
to the society due to influenza amount- 
$200,000, it will be 
necessary to levy a special assessment 


for the month of December, 1918. The 


ing to over 


President 
Secretary Rob- 


notice signed by Supreme 
Young, and Supreme 
erts follows: 

“The Advisory Board finds an extra- 
ordinary condition confronting the 
Order. You are all aware of the ter- 
rible death toll that has been taken by 
the influenza. This is something that 
has never come to the knowledge of 
man in all his history and no insurance 
tables have been figured for’‘any such 
a possibility as now exists. 

“The losses to this Society from the 
influenza alone will amount to over 
$200,000.00. This is a loss that comes 
absolutely outside of all other losses 
and the only way that these claims 
can be paid is to levy an extra assess- 
This assessment will have to be 
against our inadequate’ rate 
Of course, the members in the 

Four Per Cent. Class, the 

jankers’ Reserve Class, and 


ment. 
levied 
classes 
American 
Fraternal 











STRENGTH OF 


GIBRALTAR 





FORREST F. DRYDEN, President 








Group Insurance 
Monthly Income Insurance 
Weekly Income Insurance 


All Other Popular Standard Forms— 
Ordinary and [Industrial 


PRUDENTIAL 


INSURANCE CO. OF AMERICA 


Incorporated Under the Laws of the State of New Jersey 


Branch Offices in All Leading Cities in the United States and Canada — 


THE 


Home Office: NEWARK, N. J. 
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Are You Not Proud of It? 


The great American institu- 
tion of life insurance has loaned 
the United States Government 
about 600 million dollars to help 
win the war. It has successful- 
== ly met the financial strain due 
=: to heavy mortality among its 
== policyholders on the battlefront, 

for which no extra premium was 
charged for the war hazard. It 
== has successfully withstood the 
= temporary depreciation in the 
market value of its asset secur- 
ities due to the war. It has met 
increased expenses and depleted 
forces with a marked increase 
in its public service, that is, in 
the volume of new insurance 
written. And last, but by no 
>; means least, it is now success- 
= fully meeting the greatest epi- 
demic mortality that has occur- 
red in our country in genera- 
= tions. It is estimated that over 
== 50 million dollars of life insu>- 
== ance money will go into the 
= homes of the victims of the in- 
=: fluenza scourge. And this is in 
addition to the daily normal dis- 
== tribution of about 2 million dol- 
lars to policyholders and bene- 
ficiaries. BF 





Has tne genius of man ever 
produced a safe", more scien- 
tific or invincible savings insti- 
tution than this one? Are you 
not proud of it?—“Public Bulle- 
tin” Equitable Life Assurance 
Society. 














the Improved Order of Heptasophs 
Class will not be affected as the pro- 
visions and funds of these classes are 
sufficient to take care of any excess 
losses they may have. 

“In order to make this thing abso- 
lutely fair in the levying of the assess- 
ment, the Board decided that the as- 
sessment should 100 per’ thousand 
or 10c per hundred on all certificates 
held by members in the inadequate 
rate class and this assessment will be 
called for the month of December, 1918. 

“It was necessary to amend the Con- 
titution, as under the present law it 
would have been necessary to call a 
whole monthly which 
would be manifestly unfair, as some 
of our members are only paying 75c 
per thousand a month and some of 
them are paying $10.00. It would be 
a terrible hardship on the member 
paying the larger sum to have to pay 
a whole month’s assessment, but in 
calling it for $1.00 per thousand this 
makes the entire matter eminently fair. 
All of this money so raised goes into 
the Benefit Fund and can be used only 
for the payment of death losses. 


assessment, 


“The Advisory Board passed by a 
unanimous vote the amendment to the 
Constitution, and same was also pass- 
ed by unanimous vote of the delegates 
to the Supreme Lodge. 

“The above is official notice of the 
levying of this extra assessment and 
the same must be paid at the same 
time and in addition to the regular as- 
sessment for the month of December, 
1918, to your local secretary. Failure 
to pay the same suspends the member 
from all rights and benefits precisely 
in the same manner as failure to pay 
the regular assessment.” 


SUPERINTENDENTS’ MEETING 


The annual superintendents’ conven- 
tion of the Metropolitan Life will be 
held in the home office building in New 
York on January 23, 24, 25, 1919. Ar- 
rangements are being made by the com- 
pany to handle the most rousing meet- 
ing of its field men ever held. 
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Saving Habit 
Evidences Success 


MRS. CULVER’S SELLING POINTS 


Recommends Selling Life Insurance as 
Vocation for Women Not Afraid 
of Work 


On the honor roll of the Bankers 
Life Company of Des Moines appears 
the name of E. C. Culver. Culver as 
a name is all right, and E. C. for in- 
itials sound pretty good, but neither 
the name nor the initials by them- 
selves indicate whether it is Miss, Mrs. 
or Mr. Culver. We learn in this par- 
ticular case, however, that it refers to 
Mrs. Emma C. Culver, who is a repre- 
sentative of the Bankers Life Company, 
who has a son twenty years old, a 
daughter seven years old, who has been 
selling insurance for more than three 
years, and on the side keeps house, 
and does her own work. 

Mrs. Culver was recently the subject 
of a feature story appearing in the 
“Des Moines Evening Tribune.” When 
asked by a reporter concerning her sell- 
ing arguments, she made the follow- 
ing answer: 

Sale Arguments 

“The saving habit is getting to be 
recognized as one of the surest evi- 
dences of success. So I urge that as 
one of my strongest points in talking 
a man or woman into placing their 
savings where it will mean more than 
saving. 

“T have not followed a set formula. 
I deal with each case according to in- 
dividual circumstances. 

“I took it up to help meet expenses, 
and felt that if men could convince 
people they needed protection com- 
bined with saving as embodied in 
modern life insurance contracts, I 
could do the same if I put forth my 
best effort. 

“I hike the work very much, and rec- 
ommend it to any woman who is not 
afraid of hard work. The main thing 
is to get them to stop and listen—I 
will do the rest.” 

The Bankers Life says: “Mrs. Cul- 
ver makes as high as $500 a month. 
She is rated high among the sales- 
men, and one week sold more insur- 
ance than any man on the staff. Her 
last week’s total was $25,000 worth.” 


SHOWS GOOD INCREASE 

President John 'T. Baxter of the 
Northwestern National Life of Minne- 
apolis, advises the field force of that 
company that during the first eleven 
months of 1918, the business production 
totalled $18,698,306 as compared with 
$16,825,000 for the corresponding eleven 
months of 1917. 


Says Buyer Should 
Not Hunt Bargains 





DR. HUEBNER TALKS INSURANCE 





Says Purchaser of Life Insurance Must 
Use Cold Judgment in Taking 
Out a Policy 





Likening the value of an insurance 
policy to a suit of clothes, saying that 
its worth depends upon whether it fits 
Dr. Solomon S. Huebner, of the Whar- 
ton School of Finance of the Univer- 
sity of Pennsylvania, made an interest- 
ing address on life insurance, annuities 
and investments, at the Wilkes-Barre, 
Pa., high schoo] last week. 

Dr. Huebner said that insurance 
companies often use camouflage in pre- 
senting seemingly attractive policies, 
and that the buyer of insurance must 
not be looking for bargains. He de- 
clared that the purchaser of a life in- 
surance policy must use cold judgment 
in taking out a policy. 

Continuing, Dr. Huebner stated that 
most agents now are making the busi- 
ness a profession, and are making ‘a 
conscientious effort to be of service to 
the seeker after a policy, acting in an 
advisory capacity, and giving the pros- 
pective purchaser the benefit of his ac- 
cumulated knowledge of the business 
he represents. 

Dr. Huebner was of the opinion that 
the first consideration in buying insur- 
ance where dependents are involved, is 
the largest amount of protection ob- 
tained for the premium expended, but 
showed how in the modern way of 
thinking of the endowment policy, the 
protection and savings counterbalanced 
each. other. 

Insurance Safe Investment 

In describing insurance as a sure 
thing investment he pointed out that 
55 baby companies with a total of $139,- 
000,000 of business which had failed, 
had reinsured $138,000,000, so that 
all that was lost by the purchasers 
was $1,000,000 worth of protection, but 
not one cent of savings. 

Dr. Huebner said that the insurance 
and annuity business is still in its in- 
fancy, and predicted that it would at- 
tain gigantic proportions within fifty 
years. 

W. I. KING ADVANCED 
Walter I. King has been appointed 
secretary of the group life insurance 
department of the Connecticut General 
Life by the Board of Directors of that 
company. 


, 


SCRANTON ASSN. OFFICERS 

At a meeting held last week in the 
Board of Trade rooms, the Life Under- 
writers’ Association of Scranton elected 


the following officers: 
Wahl, Penn Mutual Life; vice-president 
John L. Simons, Provident Life & 
Trust; secretary E. W. Finn; treasurer 
A. B. Clay, New England Mutual Life. 
The following were elected to the board 
of trustees: W. S. Buck, Connecticut 
Mutual, and O. Ed. Carey, Phoenix Mu- 
tual. After the election of the above of- 
ficers, plans for a banquet to be held 
in connection with the January meet- 
ing were discussed. 


AMERICAN LIFE CONVENTION 

From T. W. Blackburn, secretary of 
the American Life Convention, The 
Eastern Underwriter has received 
the minutes and proceedings of the 
thirteenth annual meeting of that body, 
held in Chicago, Sept. 18th, 19th and 
20th, 1918. i 
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More 
Power 


To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 


Company 
DES MOINES 





HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 





The fifty-eighth annual re- 
port shows insurance in 


- force of $146,050,144, an in- 


crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 




















Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 








Established 
1867 





THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 
Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 


of the Company and the Institution he represents. 
agent’s morale and chance of success. 


Four big success factors in the work of the Union Central 


The GOOD WILL created by farm loan investments, 
developing the 


Country’s agricultural 


resources, and 


The stronger the rear guard, the greater the 


Agency Force are: 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. S. Liberty Bonds. 














thereby contributing largely to the world’s food supply. 


The UNIQUE SERVICE extended freely to the insured 
wet and their beneficiaries, meriting the appellation—the 
“ Great Policyholders’ Company. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


Jesse R. Clark, President. of Cincinnati, O. Allan Waters, Second Vice-President 


- The SAVING enjoyed by policyholders in premium de- 
posits, the result of the Company’s superior earnings, 
favorable mortality, and economy of management. 
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Brill & Scott Open 
New Penn Agency 


LOCATE IN UPPER FIFTH AVENUE 





Several Former Automobile Men in 
Personnel—Wilson M. Taylor to 
Train Salesmen 


Additional facilities for placing life 
jnsurance brokerage and excess lines 
in the upper business section of Man- 
hattan have been furnished through the 
establishment of the Fifth Avenue 
Agency of the Penn Mutual Life, with 
Brill & Scott, a corpartnership, in 
charge as general agent. 

Last Friday the agency was formally 
dedicated with a banquet at Delmoni- 
co’s. Saturday afternoon Messrs. Brill 
and Scott held open 
house in their  head- 
quarters, 516 Fifth Ave- 
nue, welcoming some 
one hundred or so of 


their fellow’ general 
agents, managers and 
friends, all of whom 


wish the new comer in 
the business every pos- 
sible success. The din- 
ner at Delmonico’s was 
given to officials of the 
Penn Mutual. Vice-Presi- 
dent Lincoln K. Pass- 
more, Medical Director 
Harry Toulmin, Actuary 
J. Burnett Gibb, Mathe- 
matician F. H. Garrigues 
and Manager of Agencies 
Henry C. Lippincott at- 
tended from the Home 
Office. Representatives 
from the Company’s 
other agencies in New 
York were on hand. 
There was a wealth of 
yood cheer, a musical 
program of high order 
interspersed with live 
talks by all who would. 
Mr. Brill presided and 
the Reverend I. W. Mur- 
ray and Orison Swett 
Marden, doctor of phi- 
losophy, made the princi- 
pal addresses. Dr. Mur- 
ray is of the Divine 
Science Church. The Countess Man- 
zucci, from Italy, who is in this coun- 
try on a Red Cross mission, and 
Captain Charle Nicot, of the French 
Commission, told of their war experi- 
ences. 
Regarded as Winners 


Already the new agencv has received 
its nick-name at the Home Office—B. 
& S.—brandy and soda. But in all 
seriousness, from the opinion of the 
Home Office officials regarding the 
work of “B. & S.” so far, it is expected 
that should there ever come a dry 
time in the life insurance business, the 
Fifth Avenue Agency will prove to be 
the oasis in the desert. “B. & S.” are 
regarded as sure winners. 


Taking Outside Men 


It will be the policy of the Brill & 
Scott office to build up an agency 
force composed primarily of the right 
sort of men who have heretofore been 
engaged in other lines of business. 
Wilson M. Taylor, formerly efficiency 
expert for the Willies-Overland Auto- 
mobile Company, in charge of train- 
ing salesmen throughout the United 
States, will form a training department 
for the agency and develop men in the 
art of salesmanship and in the funda- 
mentals of life insurance. He was 
with the ‘Northwestern Mutual and 
ihe New York Life before engaging 
in the automobile business and oper- 
ated in Detroit where his work was 
training men for life insurance work. 


Benjamin Hyde is office manager. He 
was formerly financial man and office 





manager for C. T. Silver, Inc., auto- 
mobile dealers in New York. 


Agency Gets Good Start 

S. Joseph Frank will be in charge of 
excess lines and brokerage business. 
He has been in the contracting busi- 
ness. 

Arthur C. ‘Brady will be attached to 
the agency, and will devote his time to 
corporation and business life insurance. 
He is also an automobile man former- 
ly connected with the Republic Truck 
Company. There are at present eight 
solicitors on the staff and the agency 
has been in operation about eight 
weeks. during which a _ particularly 
gratifying amount of business has been 
placed. Mr. Brill in his former connec- 
tion with the John I. D. Bristol agency 
of the Northwestern Mutual Life, has 
already produced over $1,000,000 of in- 
surance and a few days ago this new 
agency of the Penn placed the first 


I. WILLIAM BRILL 


quarter instalment of a $1,000,000 line 
on which it is working. 

Charles I. Scott used to be sales 
manager for the C. T. Silver automo- 
hile agency. While in that business he 
distinguished himself by selling thirty 
machines in thirty days, working as a 
retail salesman. 


NEW WOMEN’S DEPARTMENT 

Sonia Hallow has been appointed 
manager of the women’s department 
of the P. F. Huff Agency, New York 
City. 


Sustaining Force 
of Life Insurance 


ADDRESS BY. H. C. LIPPINCOTT 


Watchwords in This Noble Calling Are 
“Service” and “Benefit,” Never 
“Advantage” 


Henry C. Lippincott, manager of 
agencies and editor of the Penn Mu- 
tual’s “News Letter,” was one of the 
speakers at the dinner given last Fri- 
day at Delmonico’s by Brill & Scott 
to officials of the company, the occa- 
sion being the opening of the new 
Fifth Avenue Agency. Mr. Lippincott’s 
subject was “This Business.” His ad- 
dress follows: 

It is not possible to say anything 


CHARLES I. SCOTT 


new about life insurance. Every phase 
oi it has been discussed and consider- 
ed in a thousand different ways by 
thousands of different mentalities and 
all of these are convinced of the ex- 
alted ideals which pervade it and the 
equally admirable purposes which it 
serves faithfully and well. In this, as 
in other lines of human endeavor, it 
happens that those who think and dis- 
cuss and clarify and write and print 
find different listeners or readers every 
day. 

That faculty of curiosity which con- 
stantly reaches out for knowledge 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS 


For Agency Contracts address 


O. S. CARLTON 


PRESIDENT 























through observation, examination and 
experience, is to be gratified as the 
young in their turn replace the aged 
and begin their search for truths with 
which to combat the forces of nature 
and make life at least tolerable. And 
herein is the necessity for reiteration. 
State a fact, establish a theory, demon- 
strate a method and the same thing 
is to be done tomorrow; for other peo- 
ple have arrived, a new audience has 
assembled, new minds are to be in- 
formed. 
Has Far-Reaching Purpose 

All this by way of apology, if you 
choose, for daring to inquire whether 
or not we all comprehend why it is 
that we have a profound admiration 
and love for life insurance, as, indeed, 
do all who have a just conception of 
its far-reaching purposes and e‘fects. 

Let us grant that man is a social ani- 
mal; that he cannot possibly live alone 
and as a fact has never 
lived alone. The hostile 
forces of nature would 
eliminate him. As an 
individual he would per- 
ish. Hence in the earliest 
dawn of human life so 
far as recorded there 
was an immediate for- 
mation of groups for 
defense and offense; for 
defense against the 
forces operating under 
national laws then in- 
scrutable and apparently 
of variable application. 
Food, shelter, raiment, 
however crude, were to 
be obtained,’ if at all, 
only through co-opera- 
tion, and thus were born 
those groups and 
that group-consciousness 
which to this very day 
subsists, often as it 
seems to the injury of 
mankind, since it inter- 
rupts and delays the 
growth of an all-embrac- 
ing fellowship and soli- 
darity upon which peace 
and well-being can alone 
permanently rest. 

Controlling 

Fear 

It has been said there 
was co-operation for of- 
fense, and one need not 
marvel at this if he be prepared to 
recognize that then, far greater than 
now, fear was the controlling element 
in the conduct of men—fear of hunger, 
fear of cold; and men operating under 
either influence are never reasonable 
nor humane. It has been said that fear 
is the only devil, and it is historically 
true that under its compelling force in- 
dividual and collective murders have 
been perpetrated to take from others 
possessions which guarantee life, be 
these the accumulations and savings 
of labor or the lands from which they 
come and from which life-sustaining 
supplies must always be gathered. 
Fundamentally, wars have their origin 
in fears associated with a_ selfish, 
thievish desire to appropriate the prod- 
ucts of other people. 

Results of Selfishness 

Incidentally, we find, as groups en- 
large and states and nations spring 
into being, each in its relation to all 
others is actuated by supremely selfish 
motives and each in its turn brings up- 
on itself, as individuals do, the con- 
sequences of any departure from the 
rule of justice, any limitation of liber- 
ty, any denial] of equal opportunity— 
consequences fraught with the crimes 
and horrors recently making a very 
shambles in the heart of Europe, 
where civilization is alleged to have 
attained its maximum development. 

Contrast with this the underlying 
principle which is the sustaining force 
of endeavors in the field of life insur- 
ance. Is it not that of unity as ex 
pressed in brotherhood; of a deep and 

(Continued on page 8) 
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Canvassing and 
Closing in Canada 


AS SEEN BY A WINNIPEG MAN 
H. B. Andrews, of Imperial Life, Says 
Avoid Questions Which Invite 
Negative Answers 
remarks on can- 
vassing and closing were delivered re- 
cently before the University of Mani- 
toba by H. B. Andrews, of the Im- 
perial Life, a lecture under the auspices 
of the Winnipeg Life 
Association. ‘The Kastern Underwriter 
is reproducing it from the 
News” 


Some common-sense 


Underwriters’ 


columns of 
the “Life Underwriters’ of Cana- 
da. Salesmanship in his opinion is the 
operation of converting opposition into 
consent. The sale begins with a rebuff, 
gentle or strenuous, as the case may 
be—otherwise the transaction is simply 
the giving and taking of an order. The 
proper handling of the rebuff and its 
conversion into consent constitutes the 
sale. 

Confidence is the basis of all sales; 
remember you are facing your prospect, 
First strive to gain his confidence. If 
you do not feel you already have it, get 
it and your sale is half made; then cre- 
ate the desire, “the-must-have-it” desire 
for your policy; appeal to the very best 
that is in him, home and loved ones, 
business interests. Very few men real- 
ize what a small amount of protection 
they really carry, how utterly inade- 
quate it is. How often when ‘you sug: 
gest to your prospect the advisability 
of his increasing his protection, he will 
throw out his chest and say, “I have 
ali the insurance I want; I carry five 
thousand.” And as he thinks of it he 
gets very chesty. Try this: Say to 
him, “$5,000—that’s fine. Let me see, 
$5,000 at 6 per cent.; three hundred 
per year, $25 per month. Why, Mr. 
Prospect, I thought you had a splendid 
position, at least $10,000 per year, but 
I see you only value your life at $25 
per month. Less than $1 per day. Are 
you a $1 per day man? Is that the real 
value you put on your life, Mr. Pros- 
pect? Is that all you are worth to your 
family? Is that what they must live 
on if you should be taken away?” He 
is not feeling quite so chesty now, and 
if you talk to him earnestly and say: 
“If you were going on a trip for a 
month, you would stock up the pantry, 
put in plenty of coal and give the wife 
$50 for other necessaries while you were 
away on this trip. What about the long 
trip you must take some day, not to re- 
turn? 

Make your man put some value on his 
life. Make him feel he is somebody 
and of some value to the community 
and his family. 


The Approach 


Never approach a man in a hesitating, 
dubious, embarrassed way. If you have 
not enough “sand” or knowledge of the 


man’s need for assurance, or sufficient 
appreciation of what the life assurance 
is. get it first. Some agents enter an 
office expecting a rebuff or refusal, and 
it is human nature to give it to them. 
Don’t approach a prospect as if you 
feared or even hoped that he would be 
busy or would tell you to come again, 
or as if you would be relieved to hear 
him say “no.” If you can’t be in real 
earnest in so-all-important a mission, 
get in earnest or get out. How can 
you expect to transmit confidence you 
do not have yourself?- If you do not 
thoroughly believe that your mission 
should interest your prospect, how can 
you expect him to believe it? Many 
agents are timid because they only half 
understand the importance of the busi- 
ness. 
Arousing Interest 


A speaker or a newspaper man starts 
off with something interesting. People 
ure too busy to read half a column to 
find out whether it is about a prayer 
meeting or a murder. Most men are 
too busy to hear a five-minute pre- 
amble before you begin to interest 
them. Even a pack peddler has some- 
thing attractive at the top of his pack 
to catch the interest of the customer. 
je at least as resourceful as a pack 
peddier. Don’t begin by asking the 
man if he has all the “life insurance 
he wants”; or by saying, “I came to 
talk life insurance”; or, worse yet, by 
telling him that you were “by that way 
and thought you would drop in”! Or, 
worse still, talk about everything else 
end expect finally to lead the subject 
around to life assurance, while he is 
becoming more and more impatient to 
know what you are really there for. 
In most cases it is better to ask right 
off, as soon as the ordinary courteous 
formalities are finished, a leading ques- 
tion, so framed that it must be answer- 
ed the way you want it. Never ask 
questions to which the man can easily 
answer contrary to your purpose. Ask 
him, for example, if it would be a com- 
fort to his wife to receive a check for 
$50 a month as long as she lives. A 
nian will naturally answer in the af- 
firmative. 


Dealing With the Premium 


Don’t make the deposit prominent. 
Paying for it most hinders men from 
buying assurance. Keep your prospect 
from dwelling on this. It is your part 
to exhibit the attractiveness of assur- 
ance and his family’s need of it; the 
prospect will think of plenty of objec- 
tions without your help. If you are 
proposing an endowment policy, do not 
talk about the $50 deposit. Talk about 
what he can do with the $1,000. If a 
life income, divert his attention from 
the $200 he has to pay, to the $25 a 
month that his wife will receive as long 
as she lives. 

It is often wiser to refer to the de- 
posit in terms of weekly, monthly or 
even daily payments. Jf about $36 a 
year, ask him if $1,000 on his home 
paid off is not worth 10 cents a day. 
Ii it is a $50 annual deposit, ask wheth- 

(Continued on page 10) 





Mr. Field Man: 
Do you know: 


surance ; 


METHODS in its field work; 


other American life company ? 


has lived up to all the traditions of the highest purposes of life in- 


That it stands for the highest ideals in underwriting and that its 
slogan is, and always has been, 


That it is writing more insurance per capita per agent than any 


If you are interested in knowing something of our Home Offi « 
system which makes this possible, we will be glad to hear from yur. 


Address, CLARENCE 


L. Ayres, President, 
DETROIT, MICHIGAN. 





Detroit, July 18, “1918. 
That the NorTHERN AssuRANCE ComPANy of Detroit, Michigan, 
CLEAN MEN AND CLEAN 























Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1917: 


EE sc ccnvensccavidencadesenedckeseeunontbonedsen LpiaKesabeerseupennenediapiccene $ 16,560,439.04 
BAENOD cecccccecnciccesecesivesccceccncecccasessoncseesacoescoceseseseosccoese 14,343,626.28 
EE NE CI i cccerecscsnsnrsdsersndtpsadennccoany eriebeiecankeeetenne 2,216,812.76 
NE ig 6cknncsccde chesndeeddnusdacucoussarseccdecesscnnaesceeness 131,790,562.00 
Payments to Policyholders since Organization.............+-s+seeseeseeseeees 19,612,616.08 
I a Fe ii ccccscicsiccacacevccccsovesscececes 1,500,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 

















REASON Our 
Policies Sell 


UR POLICY CONTRACTS contain 
all provisions consistent with safe 
underwriting and are guaranteed by a de- 
posit of the full legal reserve with the 
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State. Our promises are all in our con- 
tract. Good centracts for up-and-doing 
N agents. 


THOMAS J. OWENS, Pres. 


DR. ALBERT SEATON CLAUD T. TUCK 
Vice-Pres. & Med. Dir. Secretary 
































THE DUTIES of PEACE 


When a deed-is done for Freedom, through the broad ecarth’s 
aching breast, 

Runs a thrill of joy prophetic, trembling on from east to west. 
a 1 * ok * * * ” 

New occasions teach new duties; Time makes ancient good 
uncouth, 

They must upward still, and onward, who would keep abreast 
of ‘Truth. 





Lowell: “The Present Criss.” 


What! New Duties? 


If one were to interview the Fates and ask—‘Is there to be 
no rest, now that the war is won?” the answer would be 
“Just long enough to get your breath, and get a new grip on 
Duty.” The reason is obvious—Life has no value except as 
an Opportunity to do something, and the greatest thing to do 
is Duty. 

The great Duly confronting the people of this country, and 
of the civilized world to-day is to preserve what has been won 
by the war, and to build up a civilization that shall be sane 
and safe, in which industry, sobriety and economy shall have 
their reward, and childhood, womanhood and old age shall 
be protected. 


The Part of Life Insurance in 
War and Peace 


Among the economic 


James R. 


forces that have contributed to the winning of 
the war, Life Insurance has an honored place. The life companies have 
been among the largest subscribers to the several Liberty Loans; life 
insurance agents have been among the largest sellers of Liberty Bonds; 
life insurance men have been well represented in the army and navy; 
the Government adopted the life insurance plan as the best protection 
for the families of soldiers’ and sailors, both by providing Government 
Insurane e, and by assuming the — upon certain policies already 
in force in private companies. Life Insurance is better than bounties 
and better than pensions. 

What is good protection against premature death in time of war is 
also good protection against premature death in time of peace. Prema- 
ture death is the destroyer of soc iety, and protection against that is the 
mission of life insurance. Death is busy in peace as well as in war. 
Inside two months this Company has paid in death losses caused by 
Spanish Influenza a larger amount than the total of all its War losses 
in four and a half years. 

It’s always a good time to take a policy; 


there is no good time to 
drop one. 


NEW YORK LIFE INSURANCE CO. 
DARWIN P. KINGSLEY, President. 
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November 11th, 1918, 
On the very day the Armistice was declared 


THE PROVIDENT LIFE and TRUST COMPANY 
of PHILADELPHIA 


Removed all War Restrictions from its Outstanding Policies 
and Discontinued the use of a War Rider on New Policies. 


Extra War Premiums will be Returned, and if regular 
premium has been paid, War Claims will be paid in full. 


N. W. Cor. 4th and Chestnut Sts. 











THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





F INSURANCE COM 
OF BOSTON MASSACHUSETTS 


WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 














Underselling Is 
Big Drawback 


P. S. GORDON’S EXPERIENCE 





Fidelity Mutual Agent Seldom Closes 
$1,000 Case—Talks Life Income 
Policies Instead 





Phil. S. Gordon, agent of the F‘delity 
Mutual at Johnstown, Pa., says under- 
selling is one of the main things in 
life insurance. In the “Fidelity Field 
Man,” he tells his experience as fol- 
lows: 

In selling life insurance the best as- 
set the salesman can possibly have is 
the number of people he knows and 
can call by name, and the number of 
people that know him and know him to 
be a life insurance salesman. I make 
it a point to meet two or three new peo- 
ple every day, then make a note of the 
fact, their place of business, etc., and 
particularly make it a point to call 
them by name the next time I see them. 
If possible I stop and chat with them 
for a few minutes, but at such times I 
do not mention life insurance, unless 
they bring up the subject, although in- 
surance is always uppermost in my 
mind. I count every person I meet a 
prospect for life insurance and mark 
him as my private property from that 
time on. Even though I never sell him 
I always figure I will get business 
through him, for every prospect is 
good for several more. I keep in touch 
with my old policyholders and as a re- 
sult have written many of them several 
times. 

To keep away from underselling is 
one of the main things. I seldom gel] 
a case of $1,000, for I reason that a 
man who can carry one thousand can 
carry two just as well, and as a result 
My cases average well over that 
amount. 

A word about my October business 
that landed me in the honor frame. 
The largest case I wrote taught me a 
very good lesson, for as I mentioned 
above I try to keep from underselling 
my man. In this case I fell down bad- 


ly at the start, but the finish was satis- 
factory. This was a man I had listed asa 
good prospect although I had never 
mentioned life insurance to him for he 
was of the type that is hard to get 
close to. I happened to meet him at 
lunch one day and suggested that I go 
back to his office with him and show 
him a real insurance policy. He said 
he had recently bought $10,000 from 

However, I showed him the 
“Income for Life” contract and within 
a few minutes closed him for $10,000, 
premium $509.50. But I had a feeling 
that I had fallen down on this case and 
that it should have been for a larger 
policy. I decided to wait until the 
“ten” was ready for delivery before 
trying to increase it. When I delivered 
the policy three of the five directors 
of the firm—of which this man was the 
head—happened to be in the office, so 
I took advantage of the situation to ex- 
plain the policy to three likely buy- 


ers. ‘They were much impressed, so 
I said it would be a good idea to carry 
a policy on the life of Mr. pay- 


able to the firm. It met with their ap- 
proval, but the other directors would 
have to be consulted. They said they 
should carry about $20,000 on this plan, 
so the “twenty” was ordered subject 
to the approval of the other directors. 
At their next meeting I was there 
with the policy and my first remark 
was that this was just the thing they 
should have, but that the amount was 
not large enough. During the discus- 
sion I asked them the value of their 
plant and they estimated it at $400,000. 
Then I suggested that they carry a 
policy for at least 10 per cent. of its 
value on the life of Mr. . Re- 
sult, original application for personal 
insurance $10,000, premium = $509.50, 
final result $50,000, premium $2,547.50. 
So the above with several smaller 
cases put me in the frame. 
The one sure way to sell life insurance 
is, make friends, keep friends and 
work. Confine your work to likely 
prospects and don’t waste time on a 
case that you think cannot pass the 
doctors for it makes the agent dis 
satisfied and, as a rule, a rejected case 
makes an enemy for life insurance. 
There are too many real high-class 
risks at large to waste your time on 
poor ones. 








Salesmen Can 
Double Production 


CIRCULARIZATION A SUCCESS 


C. L. Minshall, Bankers Life Company 
Agent, Gets Those Who Don’t 
Answer Letters 


Circularization! “Circularization, 
properly done, will more than double 
the production of any salesman.” This 
statement is made by C. L. Minshall of 
Minshall & Bell, general agents of the 
Bankers Life Company, at Columbus, 
Ohio. Discussing the subject further, 
Mr. Minshall says: 

“Circularization, properly done, de- 
pends upon the sending to the company 
of nothing but carefully selected lists. 
No single list should be of more than 
25 names, and they should, in every 
case, be the names of men who can 
afford to pay life insurance premiums 
hey must also be the names of men 
who have good reasons to carry life 
insurance. They must be the names of 
men who can pass the medical exami- 
nation. They must, in other words, be 
real prospects. 

Provides Plenty of Work 

“A list, so selected, and sent to the 
company each week will give the sales- 
man all the work he can possibly do, 
if he makes it an iron clad rule to call 
upon each individual who has received 
one of the circular letters. Each sales- 
man will find that he will sell life in- 
surance to more men who do not send 
return cards than those who do. 

“After 12 years of experience with 
circularization, I find that I have had 
much better success in my Interviews 
of the men who did not reply to the let- 
ter than those who did reply. My ex- 
perience has been that those who sent 
in the cards did so for one of two rea- 
sons either because they believed the 
company was entitled to the courtesy of 
a reply, or they did not expect to be 
called upon and were really surprised 
when the salesman appeared, but the 
important point about the circulariza- 
tion is that most people will open all 
first-class mail and read the short, 
forceful letters used by our company. 
These letters start many a man on ser- 


ious thoughts of life insurance, and if 
the salesman follows up the letter with 
a personal interview, he will be sur- 
prised at the number of men that he 
will sell that otherwise would be over- 
looked.” 

Mr. Minshal] considers circular letters 
to carefully selected prospects the best 
possible form of missionary work, and 
he advises all agents to indulge in the 
practice of sending in a limited num- 
ber of carefully selected names to their 
company each week for circularization. 
Mr. Minshall states that after that, it 
is only necessary, everlastingly, to 
keep busy. 


EIGHT “APPS” IN TWO DAYS 
Five Written on First’ Interview 
by Fred. C. Barnett of 
Monmouth, Illinois 


Right applications, totalling $22,000 
of business in two days,—and five of 
them written on the first interview was 
accomplished by Fred C. Barnett, of 
Monmouth, Ill., representing the Mas- 
sachusetts Mutual Life. 

Mr. Barnett, says the “Radiator,” for 
the past four years has been located as 
district manager at Monmouth, IL, and 
last month became associate geneval 
agent with Challis & Fischer of the 
Massachusetts Mutual at Peorta. He 
will continue his work in the Mon- 
mouth territory. Mr. Barnett started 
in the Monmouth territory in 1914, and 
since that time has delivered a total 
of more than $700,000 of business. 


EDGAR SUCCEEDS HOLDERNESS 


Becomes Manager of Agencies of 
George Washington Life of Charles- 
ton, January first 


Harrison B. Smith, president of the 
George Washington Life of Charleston, 
W. Va., announces that James A. Ed- 
gar, Jz., who has been associated with 
H. M. Holderness, manager of agencies 
for that company, will succeed Mr. 
Holderness as of January first, 1919. 

Mr. Holderness at that time severs 
his relations with the George Wash- 
ington Life to become associated with 
the Connecticut Mutual Life of Hart- 
ford. 








SECOND TO NONE IN SERVICE 





Long established and thoroughly modern, providing perfect protec- 
tion for a net cost which is notably low, and rendering service which is 
unexcelled, the Massachusetts Mutual stands out as an ideal company 
Sixty-seven years of square dealing are back of 
They will tell you how great an asset 


in which to insure. ; 
every one of our representatives. 
that record is in their work. 











JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 











54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 











The 1917 Record of Efficient Service 
by our Competent Agency Force 


New England Mutual Life Insurance Co. 
Boston, Mass. 
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A French View of 
Enemy Companies 


SUGGESTIONS OF 
Favorable to Creation of An Office to 
Control Private Insurance— 
Paper’s Comments 


“L’ ARGUS” 


The question, What will become of the 
life insurance contracts concluded be- 
tween Allied insured and enemy com- 
panies? is discussed in a recent issue 
o? “L’Argus,” a point already discussed 
at. the technical conference of Allied 
Delegates on Insurance and Reinsur- 
ance Matters held at Paris in October, 
1917. The conference was of the opin- 
ion that it would be prejudicial to the 
interests of the insured in every branch 
of insurance, to declare their policies 
cancelled, as in such a case, certainly 
as regards life insurance, they would 
find it impossible to insure themselves 
afresh under the same terms. 

According to the views of the con- 
ference the life insurance contracts be 
tween Allied insured and enemy com 
panies, and, on the other hand, between 
Allied companies and enemy insured, 
are not cancelled as from the declara 
tion of war. These contracts exist not- 
withstanding that the Ge:man Govern- 
ment has not hesitated to raise the 
moratorium which had been decreed 
by the Belgian Government, and 50 plac 
ing the insured in a position which 
made it impossible for them to avoid 
forfeiture in consequence of non-fulfill 
ment of certain clauses in their polici 
Evidently, the consequences tor private 
persons, resulting from this state of 
things will be discussed, and settled at 
the discussion on the peace treaty. 

Once the peace is signed it will be 
impossible for the German and Austrian 
companies to continue their business 
in the Allied countries. Who then will 
take over the management of the 
business which has survived the war? 
It is purely a question of the liquida- 
tion of the old business, and not the 
creation of a new portfolio. This liqui- 
dation could be carried out in the fol- 
lowing manner: 

1. By the creation of a new company 
for the liquidation of the business of 
all the enemy companies. 

2. By allowing the enemy companies 
tc manage the liquidation themselves. 

3. By the purchase of these port- 
folios by the national companies, etc. 

4. By the creation of an office for this 
liquidation with the control of private 
insurances. 

Our contemporary pleads for the cre- 
ation of a new life insurance company 
to take over insurances from the 
enemy companies. Its object would be 
purely the liquidation of the old busi- 
ness, and it would be automatically 
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Over $156,000,000 of Insurance in Force 

Over $27,000,000 of New Insurance Gained in 1917 
Average Interest Rate Earned in 1917 6.6% 
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dissolved at the expiration of the last 
policy taken over, ‘This solution of the 
question appears, at the first sight, to 
be sound, and it does not seem to pre- 
ent great difficulties sut in study- 
ing this solution more closely difficulties 
arise. 

The organization and existence of a 
new company having for its sole object 
the liquidation of old business, would 
be too costly and. cumbersome, with 


Board of Directors, Auditors, Manager, 
ete., and all the costly apparatus for 
the collection of the premiums and the 
payment of lo ! And how useless 


this equipment would be when the com- 
pany only had three or four policies 
eft It would be more 1 il to pay 
them before the expiry date than to 
maintain such an organization. The 
difficulties in the way of creating such 
a company at the present time are not 
less. We doubt whether it would be 
pessible for it to cover its management 
expenses by the  encashment of 
premiums on old business, particularly 
as the greater part of the business with 
the German companies consisted of 
mixed insurances with diminishing pre- 
miums. 

The second method of undertaking 
this liquidation, by allowing enemy com- 
panies to manage the liquidation them- 
selves, cannot in any case be recom- 
mended, either in the public interest 
or for the security of the State. It 
must be remembered that the Boche 
insurance agents filled at the same 
time the role of confidential agents of 
the great military staff at Berlin. One 
cannot even discuss with such enemies, 
much less confide to them the interests 
of our insured citizens. They must not 
soil the ground of our country. 

The third manner, that of liquidation 
by the purchase of the portfolios by the 
national companies, may be yet discuss- 
ed, but here also difficulties arise. It is 
evident that this purchase depends on 


the quality of the portfolio. It may hap- 
pen that some of the enemy companies 
succeed in placing their portfolios, 
while others do not find purchasers. 

All the same, the question remains 
open. We wish to show here that if 
in peace time this kind of transaction 
often occurs, it will be very difficult 
after the war to replace the guarantees 
proceeding from life contracts with an- 
cther country, owing to the fact that 
the mortality of the insured is aggra- 
vated by the war. Further, most of 
the insurances realized by enemy com- 
panies are mixed insurances with di- 
minishing premiums, and by the pur- 
chase of such a portfolio the acquiring 
company would not be in any way im- 
proved. Added to this, the difference 
of the tariffs applied by the enemy and 
the French companies would cause 
great difficulties in handling the busi- 
ness. 

The fourth method of liquidation, 
the creation of an office in connection 
with the control of private insurances, 
seems to us the most natural and realiz- 
able. The State is specially called up- 
on to watch over the interests of its 
assured after such a war. This charge 
results, in the first place, from the 
theory the State considers that in spite 
of the prohibition of trading with the 
enemy, it would be harmful to the in- 
terests of the insured to declare the 
policies of insurance effected with 
enemy companies as cancelled by the 
war. 

From this it follows that the State 
is called upon to take every measure 
to protect the insured. This can only 
be done if the State, having refused 
enemy companies permission to con- 
tinue operations in French territory. un- 
dertakes the management of the liqui- 
dation of this business. This ease tg 
analogous to that provided for by the 
law of the 17th March, 1905, Article 
18, which established the cancellation 


of the registration of an insurance com- 
pany. 

This conforms with the opinion of the 
Consultative Committee of Life Assur- 
ance, which states that a company no 
longer operating in conformity with its 
statutes, or with the law, or with the 
decrees or resolutions which it provides 
for, has the effects of a canceliation of 
registration although not expressly men- 
tioned. There is no doubt that the con- 
tracts remain in force. The company 
which loses the benefit of registration 
follows then in principle the carrying 
out of its current contracts, encashes 
the premiums, runs the risk of losses, 
ete. This being admitted, the solution 
of the matter can only be by the crea- 
tion by the Consultative Committee of 
an office which would be charged, under 
its control, to manage the business un- 
til its expiration. In this way the in- 
terests of our insured would be the best 
protected. 








Sustaining Force 
of Life Insurance 
(Continued from page 5) 
abiding interest in the welfare of all 
people in all lands? Not a paternalis- 
tic interest super-imposed and subject 
to the immeasurably great toll which 
paternalism always takes; but an inter- 
est beginning in justice and equality of 
right, where each contributes propor- 
tionately and receives correspondingly. 
In that calling the watchwords are 
“Service” and “Benefit’”—never “Ad- 
vantage.” 
Our Responsibilities 
The idea which pervades all insur- 
ance, however imperfect its administra- 
tion may be, is yet a manifestation of 
the single saving force of the world, 
which is love. This is its basic con- 
cept, compatible only with justice; for 
love cannot exist where _ injustice 
reigns. When governments are estab- 
lished to attain justice; when every 
legislative act everywhere is weighed 
and considered in relation to its effect 
upon mankind with the intent to pro- 
mote justice and seek no advantage, 
then we shall approach that day in 
which peace shall be permanent and 
universal. Perhaps all do not recog- 
nize the responsibility which rests up- 
on us, nor the lasting good which fol- 
lows our efforts. They are wedded to 
their work; they love it; they may not 
be conscious every moment of the in- 
spiring and exalted motives which un- 
derlie it; but deep in the nature of all, 
lying side by side with the call of the 
wild, is the undying interest of man 
in man which, beginning with the 
family, extends to groups and then to 
states and empires, and is to blossom 
fully when in its embrace the entire 
world is encircled. Love and justice 
are enshrined in life insurance. It is 
pointing the way. It is the only busi- 
ness which thinks and works for all 
humanity. 
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Effect of Fluctuating 
Currency on Life Insurance 
By James H. Washburn, Consulting Actuary 




















In presenting this subject to the In- 
stitute. it is with the idea that prob- 
ably this devastating war, which has 
already affected the credit of some of 
the leading nations of Europe, will pro- 
duce, at least in’a general way, the 
same financial problems which con- 
stantly confronted us in Mexico after 
the early days of the year 1913. 

There have been such vast economic 
changes wrouglit by this world-war that, 
even if it should happily be ended long 
before the majority of us estimate, its 
dire effects on credit in general might 
be such as to endanger the very fab- 
ric of the business of life insurance, 
which, as we are all aware, depends 
as much as any other upon soundness, 
stability, and constancy for its founda- 
tion stones. 

To those of us who have had the di- 
rection of life insurance in the Repub- 
lic of Mexico, the problem of fluctuating 
or unsteady currency has presented it- 
self in many vexatious ways. 

At the outbreak of the revolutionary 
troubles the stability of the currency 
was not materially questioned and for 
considerable time following the com- 
merce of the country was carried on 
in a normal manner. However, in the 
year 1913, when Mexico’s borrowing 
capacity began to dwindle, its credit 
became impaired, the value of its cur- 
rency began to diminish, and, with very 
few exceptions, declined steadily. Mean- 
while frequent issues of paper money 
were resorted to until the latter part 
of the year 1916, when all value prac- 
tically vanished. 

The governmental decree of Decem- 
ber 15, 1916, declared gold the monetary 
standard and placed the commerce of 
the nation again on a stable basis. 

The decree as applied to life insur- 
ance regarded death claims and ma- 
tured endowments which had been paid, 
and loans and indebtedness of all kinds 
repaid during the days of paper money, 
as closed transactions and dealt only 
with policies actually in force on the 
date the decree was issued. There na- 
turally followed the question of prop- 
erly adjusting these policies, some of 
the premiums of which had been paid 
in paper money. 

Embodied in the decree is a table 
giving the average value of the paper 
Mexican peso (or dollar) in terms of 
the standard gold Mexican peso, for 
each month from January, 1913, to No- 
vember, 1916, inclusive, and all adjust- 
ments must be made with these values 
as the basis. The figures are given in 


however, if this difference exceed the 
loan value the excess must be paid in 
cash. I shall state here that the Mexi- 
can insurance laws make no provision 
for cash surrender values. 

3. He may convert his policy into 
extended insurance reduced in term 
but not in amount, or to paid-up insur- 
ance reduced in amount in the ratio 
of the value of premiums actually paid 
to their value on the standard gold 
basis. 

The foregoing difference in premiums 
is a non-interest-bearing indebtedness, 
no provision having been made in the 
decree for the payment of interest 
thereon. 

Outstanding loans made and divi- 
dends credited during the paper-money 
days must be adjusted in the same man- 
ner as premiums. 

The insured has been given a liberal 
length of time in which to decide what 
disposal to make of his policy, the lat- 
est extension having been made to the 
last day of September, 1917, or more 
than nine months following the date 
of the decree. If, however, he fail to 
indicate a choice, then the policy will 
be lapsed for extended or paid-up in- 
surance according to its terms, though 
he will be allowed to continue it for 
a reduced amount at a correspondingly 
reduced premium. 

The tenets of the decree will prob- 
ably be more clearly understood by an 
example. Let us suppose a semi-tropi- 
cal ordinary life policy for $1,000 is- 
sued at age thirty-five in July, 1912. 
Annual premium, $33.06. Concessions 
at the end of the fifth policy year; loan 
value, $56.00; paid-up value, $110.00; 
extended insurance for 3 years and 5 
months. Dividends of 8 per cent. 
($2.64) to commence at the end of the 
third policy year. 
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ference in premiums exceeds this maxi- 
mum loan value. 


It is clear that in case the selection 
of the third option calls for extended 
insurance there will be no benefit, be- 








TABLE II 





Ratio of Paper Value of 
to Standard Premiums in 

Money Standard 
Year by [Decree Money 
eee 1.00 33.06 
i eee 0.90 33.06 
re 0.62 33.06 
BOED: cesesncws 0.10 33.06 
BD inetee ane 0.10 33.06 
TOE ssee ce 165.30 





Difference 





Value of premiums actually paid in 


terms of standard money, 0.544 (that 
is, 89.93 divided by 165.30). 





Table 1. If the policyholder select the first op- 
TABLE I. 

Month 1913 1914 1915 1916 
IID ic ccawds ose aswnd eas $1.00 $0.74 $0.28 $0.09 
a EE ee CT 1.00 69 .26 08 
ee ne ern 1.00 63 22 05 
BE. chabingednaesceussnerks 1.00 58 18 07 
ee ere ee reer 1.00 66 Ae 20 
WEE weinatwne 04de anew ase 1.00 65 A? 12 
MN Aseisaerddansesdawagede 0.90 62 10 1 
ee re er 79 53 13 
NE. vice euiémimeneen se 73 40 13 
WE cutie nanaeeouwanewen 72 40 14 0% 
PTE in dicessncdnwcswiio’ By i | .39 14 0.015 
OCONEE 556 diwksecesvvanes 0.71 0.37 0.12 , 





By the terms of the decree the in- 
sured may elect one of the following 
options: 

1. He may maintain his policy in 
force by paying the difference between 
the gold value of all premiums paid and 
the actual value of these premiums as 
determined by the foregoing table. 

2. He may allow the difference to 
remain as a loan against his policy, 


tion, he will have a difference in pre- 
miums of $75.37 to pay in order to 
maintain his policy in force for the full 
amount. The company must also pay 
the adjustment in dividends amounting 
to $4.76. 

If the second option be chosen, then 
we see that $56.00 being the maximum 
loan value, there must be paid in cash 
$19.37, the amount by which the dif- 


Value of 
Value of Dividends in Value of 
Premiums Standard Dividends 
Actually Paid Money Actually Paid 
33.06 wer eves 
29.75 
20.50 vee eewe 
3.31 2.64 0.26 
3.31 2.64 0.26 
89.93 5.28 0.52 
75.37 vee 4.76 


‘cause the indebtedness of $75.37 against 


the policy greatly exceeds the maximum 
loan value as well as the single pre- 
mium required to purchase any extend- 
ed insurance. If, however, the policy 
provides for paid-up insurance, the 
amount to which the policyholder is 
entitled is $60.00 (0.544X110.00). 

If the policyholder neglect entirely to 
choose a method of adjusting his pol- 
icy to regular standing, he may be 
obliged either to have it lapsed for ex- 
tended or paid-up insurance as shown 
in the last paragraph, or to have it 
continued for $544.00 at an annual pre- 
mium of $17.99. In this case the divi- 
dends for the two years must be ad- 
justed to 8 per cent. of $17.99 for each 
year ($1.44), or $2.88, necessitating the 
payment of $2.36 over the $0.52 pre- 
viously paid in paper money. 

In case of the death of the insured 
before the expiration of his optional 
period, the company will be obligated 
by the provisions of the decree to pay 
the claim in full, less the difference in 
premiums on the standard-money basis 
and on the paper-money basis. 

Naturally there will be much confu- 


sion and not a little misunderstanding 
over the practical application of the 
different sections of the decree, and the 
Mexican government has wisely pro- 
vided for the adjudication of such by 
the Treasury Department, which is in 
direct charge of the Department of In- 
surance, 


The task of reconstruction in Mexico 
has been by no means an easy one, and 
during the laborious days of upbuild- 
ing it is best to use the simplest and 
withal most effective methods possible 
in the process of rehabilitation, and the 
government of Mexico is to be con- 
gratulated on having devised a method 
of adjusting life insurance policies 
which, while being accurate, is so 
shorn of technical phraseology and so 
easily applied as to be readily under- 
stood by most policyholders, and which 
seems to be the most practical means 
of conserving this great business of 
ours which, especially in the absence 
of savings banks, which are unknown 
institutions In Mexico, more than any 
other line of enterprise touches deeply 
the heartstrings of every family into 
which it has been introduced. 

It would seem advisable to the writ- 
er to provide in each policy for the 
payment of premiums and claims in 
standard money, thus avoiding the dis- 
aster which has befallen the companies 
operating in Mexico. The following 
clause could be inserted into the pol- 
icy conditions and would maintain the 
policy at an unchangeable value under 
all stresses and strains: “Premiums 
and the amount insured in this policy 
shall be payable in gold coin of the 
present legal standard of weight and 
fineness, or in the currency of the 
United States at the market value.” 

As a further proof of the practicabil- 
ity of the latter we need point merely 
to the recent rapid rise in the price of 
silver—Courtesy American Institute of 
Actuaries. 
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VERMONT MEN’S MEETING 
Frede-ick M. Corse, Russian Manager, 
New York Life Insurance Co., ‘Guest 

of Association 


The winter mecting of the Vermont 
Association of Life Underwriters was 
held last week at the Van Ness House, 
Burlington, Vt. The guest of honor 
and speaker for the occasion was Fred- 


erick M. Corse, for fourteen years 
manager of the New York Life Insur- 
ance Co. in Russia. Mr. Corse was at 


home in his visit to Burlington, as he 
was a graduate of the University of 
Vermont in the class of 1889, and was 
for several years a member of the 
faculty and secretary of that body. Mr. 
Corse was also precentor at the College 
Street church of Burlington, and his 
friends have a pleasant memory of his 
deep bass voice. 

A business meeting of the 
tion was held before the banquet. 

The officers of the Vermont Associa- 
tion of Life Underwriters are W. R. 
Bliss, Burlington, president; Harry A. 
Butler, Burlington, vice-president; A. C. 
Mason, Rutland, secretary and Roger 
S. Pike, Rutland, treasurer. 


associa- 


ADVICE OF A BANKER 


Hon. A. Barton Hepburn, chairman 
of board of the Chase National Bank, 
New York, says, “The potent factor, 
the all important factor in every busi- 
ness is the management. Would you 
insure the machine and not the man? 
By every rule of prudence and conser- 
vation is not life insurance just as in- 


dispensable to credit as fire insur- 
ance?” 
MUTUAL BENEFIT NOVEMBER 
BUSINESS 
The Mutual Benefit Life advises its 
agents that for the month of Novem- 


ber, 1918, the company had an increase 
of $1,083,293 in amount of insurance 
paid for, as compared with November, 
1917. 


Canvassing and 
Closing in Canada 
(Continued from page 6) 
er $1,000 at once in case of death and 
in 20 years certainly, is not worth $1 
a week. 
Appeals to the Best in a Man 
While showing the possibility of pay- 
ing the deposit, do not pretend that 
such a payment is far too easy. It is 


something that only far-sighted, pros- 
perous, successful men, who wish to 
leave solvent estates, who love their 


wives and children, and who intend to 
make provision for their old age, do, 
even if it does cost something. Let 
your prospect understand to which 
class you believe he belongs—the self- 


ish, narrow man, or the far-sighted, 
prosperous man. 
We can best encourage a man to 


make wise financial plans by assuming 
that he intends to do so. Assume that 
he expects to prosper as the years go 


on; that he is conservative, determined 
to play safe and not die nor reach old 
fers one definite certain life plan for 
creating and preserving an estate, not 
by speculative, reckless, spasmodic 
methods, but by the regular yearly pay- 
ment of money for a long period of 
years that will, with the greatest 
known human certainty, provide an es- 
tate whether he lives or dies. 
Forms of Competition 

Never allow yourself to be diverted. 
Most competition is merely diverting. 
Any prospect who can get you to dis- 
cussing some other company is side- 
tracking you from insuring his life. 
Generally speaking each individual 
case has to be treated according to the 
individual circumstances which may 
arise, and a great deal has to be done 
on the spur of the moment, when you 
are in the presence of your client. For 
this reason you should thoroughly pre- 
pare yourself by having at your fingers’ 
ends all possible information regard- 
ing your company, its contracts, and 
the general business of life assuvance. 
You must know what policy is appli- 
cable to the circumstances of the pros- 
you are interviewing. 

Closing the Deal 


pect 


The chief art and finesse of the sales- 


man are most necessary in closing the 
application. Thousands of sales are al 
most daily spoiled by an inopportune 
question, manner, intonation or meth 
od. Taking assurance costing money 
is often unpleasant for a man, who na- 
turally wants to avoid sacvifice. Make 
it easy for him. What you want is his 
secure it in the most tactful 
way possible. Make it hard or humil- 
iating for him to refuse Never ask 
him to sign an application; “sign” has 
an offensive meaning to many. Ask if 
there is any reason why he should not 
have the benefit of vour proposition: 
or if he would not like to be sure of 
his wife’s comfort; or of the payment 
of that mortgage; or of the education 
of his son or the continuation of his 
business. It is hard to answer these 
questions “No.” 
Make it Hard to Say No 

Ask if he knows of any reason why 
he could not get the policy if he want- 
ed it. If he would have any hesitation 
about being examined. If he would not 
like a larger amount than you have 
been discussing. 

Let him do the figuring with a pen 
When a man has his pen in hand and 
is writing in one place, it is then gen- 
erally easy, to have him put his signa- 
ture on the dotted line. 

Securing Courteous Treatment 

Virtually every customer has a con- 
science. If you are given a cold recep- 
tion, if you are subiected to discour- 
teous treatment--WAIT! Do not be in 
a hurrv to leave. Tolerate it for a lit- 
tle while Be gentlemanly with the 
client and in a few moments his con 
science will come to vour rescue. He 
will suddenly realize that he has heen 
ungentlemanly and unbusinesslike. 9nd 
you will witness a complete reversal 
of his attitude toward vou 

All the efforts in life 


assent; 


which count 








NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


WHICH FOR 


SIXTY-EIGHT YEARS 


HAS PROTECTED THE 


HOME AND FAMILY 


Edward D. Field, Superintendent of Agencies 





are employed in meeting and overcom- 
ing opposition. The man who cannot 
conquer the despair of at times being 
considered a robber, nuisance and in- 
truder, will never make a success as a 
salesman. 


GREATEST 


ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
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State Mutual Life 
Assurance Company 

of WORCESTER, MASS. 


Incorporated 1844 


REAL MUTUALITY for 
nearly THREE-QUARTERS OF 
A CENTURY has characterized 
all Company activities to the 
advantage and satisfaction of 
policyholders, beneficiaries and 
agents. 

Additions are made to our 
agency force when the right 
men are found. 


B. H. WRIGHT, President 


D. W. CARTER, Secretary 


STEPHEN IRELAND, 
Superintendent of Agencies. 

















RIGHT AGENTS 
GOOD TERRITORY 


still available for 
development by the 
pinaidivatl men who can place policies as 
well as write applications, and who know 
how to be successfully active. Always 
an opening for real workers. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison Street CHICAGO, ILL. 














spicuously figured. 


insurance agent. 


105 Williarg Street, 


Millions of Life Insurance 
Being Sold! 


By the Use of thee SHANBACHER 
INHERITANCE TAX CHARTS 


In the closing of most of the big lines to which 
the attention of the public has been directed dur- 
ine the past few months these charts have con- 


Worth their “weight in gold” to every live life 


lor information address 


THE EASTERN UNDERWRITER 
Sales Agents 


New York, N. Y. 
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LIVE HINTS FOR BUSINESS GETTERS _ 

















Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














The average man has 

Fitting the been canvassed and 

Policy to re-canvassed and prob- 
the Prospect ably thinks he knows 
quite a good deal 
about life insurance contracts, says R. 
VW. Simpson, Great-West Life, Windsor, 
Ont., in “The Life Underwriters’ News.” 
As a matter of fact he has a general 
idea that any life insurance policy is a 
thing for which he has to pay a certain 
amount annually, and the rest of 
the proposition is a very hazy gen- 
erality in his mind. The big trouble 
with him is that the payment of pre- 
miums over a long term of years fills 
his thoughts to the exclusion of most 
of the other points of any policy he 
has heard about. 

It has been said that a human being 
is always interested in a thing with 
which he can do something. Almost 
every Man or woman wants something; 
wants to get rid of something, or would 
hike to make some change in his or her 
situation, which, however, obligations or 
lack of money forbid. There is a 
natural demand for life insurance in the 
circumstances of every man and a great 
many women. It is therefore up to 
the solicitor to discover what that de- 
mand is in the case of the particular 
prospect that he is, or should be study- 
ing. It is also up to the solicitor to 
properly prescribe for that prospect’s 
needs. 

The diagnosis of your prospect will 
get many agents away from the bad 
habit of trying to interest the average 
prospect with the lowest premium 
policy which his company has to offer. 
On his ability to discover the particu- 
lar prospect’s need (sometimes press- 
ing, but more often unfelt or unformu- 
lated) and his skill in prescribing the 
form of policy which will satisfy this 
need, depends his success in closing 
the prospect. 

“If the agent will appreciate and 
study the usual flexibility of life insur- 
ance, he will not find it difficult to fit 
a life policy to almost any one of the 
emergencies of every day business and 
social life,” continued Mr. Simpson. “He 
will consequently enlarge his list of live 
prospects to undreamed of proportions, 
and the longer the list of what he 
considers live prospects, the more calls 
made with the determination to close 
business. Consequently more business 
is closed, for it is an accepted thing 
that, when a man calls on a prospect 
with a well defined reason for expect- 
ing to get the business, in the majority 
of cases that particular case is closed.” 

* * & 
Arthur S. Hamilton, 

Catcning So- secretary of the Mu- 

ciety Members tual] Underwriter Co. 

When Young of Rochester, N. Y., 

read a paper on “Is 
Whole Life Family Insurance Desir- 
able?” in a talk before the National As- 
sociation of Mutual Life Underwriters 
this month. There are some rather in- 
teresting extracts, showing that these 
mutual societies are not overlooking 
many opportunities, but catch their 
members when young, if they can: 

“J. M. Kirkpatrick, national president 
of the Knights and Ladies of Security, 
ot Topeka, Kans., which has admitted 
over 7,000 juvenile members since the 
establishment of the department one 


year ago, states that early in the ex-, 


perience he, found that it was not satis- 
factory to depend entirely upon the 
regular deputy to secure juvenile mem- 
bers. As to the expense of the busi- 
ness, he mentioned that $3,000 had 
heen saved out of the loading on the 
certificates of the seven thousand. In 
each subordinate council of the society 




















a women supervisor of juveniles has 
been selected. The plan has 
resulted in a most satisfactory 
growth. He told of a plan for recruit- 
ing juvenile members by _ entertain- 
ments. In Topeka, the home city of 
the society, free motion picture shows 
were given and were attended by 
crowds of children, as many as five hun- 
dred being present at each. At first it 
was impossible to write certificates on 
the children, as they were not repre- 
sented by anyone capable of making a 
binding contract. It was advertised, 
then, that all children not holding cer- 
tificates in the society must be ac- 
companied by their parents. In conse- 
quence, the mothers came along and 
as many as fifty were written at such 
a meeting. This instance is given in 
order that an idea may be conveyed of 
the original plans which may be fol- 
lowed in developing the field. 

“A prominent fraternalist believes 
that ten times as many parents will 
be brought into the organization 
through the children as children through 
the parents. The following states per- 
mit societies to write insurance on 
the children without restriction as to 
the membership of the parent in the 
society: Illinois, Nebraska, Kansas 
and Oregon. 

“It is believed that, if any legislation 
is planned, the object should be to se- 
cure uniform action in the states, al- 
lowing co-operative associations to ex- 
tend their field to admit children, 
without regard to any insurance held 
by the parents. The provisions con- 
tained in the Whole Family. Bill rela- 
tive to the segregation of funds and the 
creation of reserves to safeguard full 
ability to comply with the risk as- 
sumed by the organization would, of 
course, be included in any plans formu- 
lated. The operation will require a 
well-developed department of solicitors 
trained for such work. It cannot be 
satisfactorily developed if merely car- 
ried On as a portion of the work of the 
regular solicitor. A juvenile policy 
written on the life of a child should 
mean an adult policy as soon as the 
proper age is reached. Such insurance 
has an educational value which should 
not be lost sight of. It may well be 
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Metropolitan Life Insurance Company 
Home Office Building 





THE 
METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force. . ..$3,936,181,898 
It is greater than any other company 
in America in the number of its 
DOUGIOS . «0.40.6 06'ssc0000000 kee 
It stood first in the world in amount 
of insurance placed in 1917 
adele werrirt rior, 
It stood first in the world in gain 


in insurance in force in 1917 
ee SiddelsuWesawnGen $453,749,902 
It stood first in the world in gain in 
income in 1917....... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more than 15,000 
agents, sold $65,000,000 worth of War Savings 
Stamps between February first and Septem- 
ber first, 1918, and expects to sell a total 
of at least $100,000,000 during the year. 


JOHN R. HEGEMAN, President 








termed a recruiting ground for the fu- 
ture, and provided a systematic plan 
were put in force after the field is open- 
ed, the possibilities for the future are 
most alluring.” 
* a a 
When a_ wealthy 

What Income man is approached 

Will $10,000 In- on the life insur- 
surance Bring In? ance question, it is 

often found by the 
agent that he is carrying five or per- 
haps ten thousand dollars insurance, 
It is also found that he thinks he is 
carrying a large amount of insurance; 
possibly rather prides himself on the 
fact that he is carrying more than most 
men. 

The agent should say to a man like 
this: “Mr. Jones, possibly it never oc- 
curred to you to figure out just how 
much income that would bring to your 
wife and family in case of your death. 
Now, it is an absolute fact that your 
ten thousand dollars insurance, invest- 
ed at 6 per cent., will leave your wife 
and family a pittance of $1.64 per day. 
When we take into account the high 
cost of living in these times, and the 
fact that not more than 5 per cent. net 








and size are impressive. 


vice to policyholders 
out of first-time customers. 





What An Agent Wants 


A Company whose name, everywhere a household word, 
is his best introduction. Prestige is a door-opener, and age 


Policies that are unexcelled. 
and safety that need no demonstration. 
the thing that makes solid patrons 


The Oldest Company in America! Come with it and you 
will stay with it and it will stay with you. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 


Big dividends. Strength 
Unsurpassed ser- 

















can be safely guaranteed on money in- 
vested, I think you will realize that you 
are not carrying enough insurance.” 

The following is a table showing the 
amount realizable as daily income for 
the amounts of insurance usually car- 
ried, from one to ten thousand dollars, 
providing the amount is invested at 6 
per cent. interest. It is a good table to 
have by you for occasional use, but 
should not be used for an ordinary case 
where a man is only carrying a few 
thousands of insurance, and is not in 
a position to carry a large amount. 


$ 1,000, daily income ........ . $0.16 
2,000, daily income .......... 32 


2,500, daily income ee sion ane 


3,000, daily income ............ 49 
4,000, daily income ,,........ ~~ ae 
5,000, daily income .......... ss 
7,000, daily income ..,.......... 1.15 
7,500, daily income ..,,........ 1.23 
10,000, daily income ............ 1.64 

Confederation Life Agency Notes. 

* * «* 


A former manager for the 
Bought Travelers was operated on 
As Well recently. While recovering 
As Sold he developed an infection 
in the foot. The doctors 
would not admit that the infection 
came from the operation, but they read- 
ily admitted that it required two more 
doctors to treat the foot, including the 
best orthopedist in his State. Alto- 
gether six doctors, several nurses, and 
the hospital took part in this drive on 
the bank account. In spite of all, the 
patient came out of the hospital smil- 
ing; and we judge that the explanation 
was to be found, in part at least, in the 
cryptic remark he made: “While I was 
selling accident and health insurance, 
I bought it.” 
* * * 
George H. Shephard, 
Machinist of the Detroit Agency 
Makes a Good of the Mutual Bene- 
Insurance Agent fit, was a machinist 
4 by trade before enter- 
ing the life insurance business and is 
one of the men who has made both 
his trade and his calling contribute to 
his education His favorite policy is 
the ordinary life with the accelerative 
endowment option. In 1915 he ranked 
first in number of lives insured. 


GET A ROPE 


An insurance solicitor, who under~ 
stands human nature, carries a tow 
rope in his car to pull automobilists 
out of trouble. He says he invariably 
lands them for an application. 
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MERRY CHRISTMAS! 


This is the first of five Christmas sea- 
sons since the American people with 
a whole heart uttered the age-old 
greeting—“A Merry Christmas!” 

In 1914 the black shadow had begun 
to hide our morning sun, and there 
were some who told us, that we too 
would be drawn into the war, and with 
unknowable results to ourselves, and 
they called upon the United States to 
arm and be ready. 

In 1915 our ship of state 
sailing in troubled waters, and we be- 
gan to see that a death struggle be 
tween autocracy and democracy was be- 
ing enacted—and we were the greatest 
of all the democratic peoples! 

In 1916 died our first dead—and there 
were women and children among them, 
and the water was deep and cold:— 
Lusitania! a name that will bitterly 
live in American history. 

At last we knew that we should not 
escape, and that we must fight for free- 
dom, and pay a great price for its re- 
tention and supremacy, and in 1917 we 
p!unged in and forthwith took our place 
beside the Allies, in withstanding the 
German beast. 

Early in 1918 was seen the greatest 
marvel in all the world’s long history 
of war—the taking of more than 
2,000,000 Americans across three thou- 
send miles of ocean to the battlefields 
of Flanders and of France, together 
with untold varieties and quantities of 
equipment. 

Meantime our souls were sick with 
ever-renewed horrors, and furious with 
freshened rage because of what the 
German beast had done, and was doing, 
and when now they bellow across the 
ocean for bread,—elbowing aside those 
of the other lands whom they made 
breadless—can we forget? These are 
the evil things that have made hollow 
and faint the “Merry Christmas” of 
these horror years. 

Now, however, the situation has been 
transformed. Ended are the workings 
of German kultur. The beast is cap- 
tive, and his keeper soon is to be tried 
by a high court of the nations for his 
unimaginable crimes, And that he may 


was 


have a “place in the sun,” brief, and 
high as Haaman’'s sca‘fold, is the fierce- 
ly ardent hope of the peoples he has so 
heinously wronged. 

The change from the hideous dark- 
ness to the light of breaking day—tu 
whom shall the glory be given? Im- 
mortal glory be unto England and 
France and Belgium and Servia and 
Italy. But for them the unclean beast 
of the ages would have reached our 
shores, and not even Bryan’s “million 
soldiers over night” could have stayed 
its havoc. Yes, the men of these na- 
tions, the living and the dead, and of 
poor sick Russia too,—and the heroic 
women of these nations—held back 
the horde through almost four years 
of terror and of death. 

We are not of those shallow braggarts 
who declare that America did it all— 
that only Americans can fight. And 
yet we write it down that to our own 
dear land was given glory’s crown of 
crowns, for when came the most omi- 
nous hour of all the war, and it seem- 
ed as if Paris would be taken and the 
British be crowded to the Channel ports, 
then with the stride of an aroused 
giant did the men of America rush to- 
ward the beast, and beat him back, 
and trample him under foot, and make 
possible his utter defeat and present 
captivity—saved democracy, preserved 
freedom, and kept human decency from 
destruction, in that hell the German’s 
call “kultur.” 


And so at this Christmas season of 
1918 the hearts of our people are jo- 
cund. The dangers which our heroic 
yeung men have daily confronted have 
No more of them will be 
wounded, no more of them will die in 
battle; and in due time those who have 
survived will be home with us again. 
But greater far than that, is the joy of 
this people that our loved country has 
been privileged to fulfill its destiny—it 
has been true to its history, by becom- 
ing the savior of the soul and the free- 
dom of humanity. 


passed. 


Among the readers of this journal 
were some who, going to France as 
soldiers of the Republic, now are far 
beyond the stars. Honor evermore be 
theirs! For they have made the su- 
preme sacrifice in answering the su- 
premest call of service that mankind 
has ever known. 

To those whom they left we tender 
the tribute of sympathetic envy. May 
they be sustained in their grief by the 
knowledge that ages yet unborn will be 
happy, because these dead did not die 
in vain. “Peace on earth, good will to- 
ward men”—for that they fought and 
spent themselves, and its securing they 
have assured. The holy light of Christ- 
mas will therefore bless these stricken 
homes. 

To the numerous body of our vead- 
ers, in the United States, in noble Cana- 
da, and wherever they may be, we 
cume, by these presents and in this is- 
sue, with the old, old greeting—‘A 
Merry (Christmas!” 

The great allied fraternities of insur- 
ance have zealously borne a_ potent 
part in the war work done at home. 
They will have a mighty part to do in 
the days of reconstruction that lie just 
ahead. “Just ahead!’—for the war is 








JAMES M. DICKEY 


James M. Dickey, who thas’ been 
transferred to Philadelphia from Erie, 
Pa., by the Mutual Life, is one of the 
most successful life insurance men in 
the State and is active in civic affairs 
in Erie. When news that he was to 
leave the city, reached the “Erie Daily 
Times,” that paper printed an entire 
column about Mr. Dickey. The Mutual 
Life’s manager came to Erie in 1902. 
He did nearly half a million dollars his 
first year, and at the end of 1917, the 
agency was in the three million dollar 
class. His work has attracted consid- 
erable favorable attention in life insur- 
ance. In his new territory, Mr. Dickey 
will also have the southern half of New 
Jersey. Among other duties, Mr. 
Dickey was chairman of the exemption 
board in his district; he managed four 
Red Cross campaigns, and his friends 
predict that he will te successful in 
Philadelphia. 

* * 

Clarence Axman, editor of The East- 
ern Underwriter, sailed on Saturday 
fo- France on the “Chicago.” He will 
be a member of the staff of the United 
Press Association, covering the Peace 
Conference proceedings and will be 
gone about six weeks, after which he 
will return to New York to resume his 
duties on The Eastern Underwriter. 

oe . * 

Clarence C. Miller, who succeeds 
Plimpton & Bunting, as general agents 
of the Penn Mutual Life at Boston, en- 
tered the life insurance business as an 
office boy in the agency of James T. 
Phelps & Co. who were state agents 
for the National Life of Vermont in 
1897. In 1899 he began his career as a 
life insurance salesman, paying for 
$52,500 of business. He paid for a con- 
stantly increasing volume until, for the 
year 1909, his production was $433,000 
with the National Life of Vermont, 
and ranked as agent No. 1; at the same 
time he paid for $200,000 in outside 
companies. That year he was appoint- 
ed superintendent of agents for the 
James T. Phelps & Co. agency. He 
has averaged better than $500,000 per 
year personal production for the last 
ten years. In 1913 he was made a 
member of the firm of J. T. Phelps & 
Co. On Jan. 1, 1915, he joined Wm. 


Morton Bunting as partner in the firm. 


of Plimpton & Bunting, general agents 
over, peace has come, and victory is 
ours: Therefore again—‘A Merry, 
Merry Christmas!’—and, “ ‘God bless 
us all,’ said Tiny Tim.” 











THE HUMAN SIDE OF INSURANCE : 
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of the Penn Mutual Life at Boston, and 
so continued up to the time of Capt. 
Bunting’s decease. Mr. Miller is an ac- 
tive association worker, having been 
secretary of the Boston Life Under- 
writers’ Association, chairman of its ex- 
ecutive committee, vice-president and 
president. In 1914 he was president of 
the New England Congress of Life Un- 
derwriters. 
+ * cd 

Joseph Chapman, vice-president of 
the Northwestern National Bank, Min- 
neapolis, in addressing the Association 
of Life Insurance Presidents last week, 
made the following interesting state- 
ment: 

“Up in the Northwest they are con- 


ducting a school—I learned this the 
other day—where they are training 
salesmen to go out and trade the 


farmers out of their liberty bonds. The 
idea has gone out that the ‘suckers’ 
have more money in America today 
than they have ever had since the his- 
tory of the world, and it is the busi- 
ness of somebody to get it away from 
them; and they are actually conducting 
schools where they train salesmen to 
zo out and sell bogus stock to these 
farmers and get their bonds away from 
them. <A very conservative estimate 
has been made by those who are in a 
position to know in the Northwest, that 
in the states of Montana, Minnesota, 
and North Dakota, alone, farmers have 
been separated from $25,000,000 of their 
liberty loan bonds, and that by the 
time the next issue comes along in 
April, if something is not done to stop 
it, they will be cheated out of $75,000,- 
000 more of their Government bonds.” 
+ * 

R. Perry Shorts, vice-president of 
the Massachusetts Bonding & Insur- 
ance, has been in charge of organiza- 
tions comprising over 900 men in con- 
nection with the Saginaw County War 
Board, and is proud of the showing 
made by his county, which stood No. 
4 in the United States for the Third 
Liberty Loan. Saginaw has gone far 
over the top in every campaign, in one 
instance as high as 400 per cent. of its 
quota, and his work was such that the 
state organization recently appointed 
him chairman of a district—thirteen 
counties—for the United War Work 
Campaign. The result of his careful 
preliminary work and _ organization 
plan, followed up with the usual sin- 
cerity and enthusiasm that character- 
izes his methods, was that every one 
of these counties went over the top 
with an average of 50 per cent. over 
subscription. 

The State Chairman when writing 
Mr. Shorts in appreciation of his work 
said, “There was no other district, 
county or city in Michigan which 








handled the campaign so effectively 
and successfully.” 
NEW INSURANCE 


TAXES NAMED 


The finance committee of the 
United States Senate has adopt- 
ed new taxes on insurance of 
various sorts, including fite, 
marine and casualty. In place 
of 1 cent on each dollar of pre- 
miums on these policies as fixed 
by the House, the Senate com- 
mittee voted into the bill the fol- 
lowing rates of tax: On fire in- 
surance, 1% per cent. of the pre- 
mium paid; on marine insur- 
ance, 1% per cent.; on policies 
covering inland transportation, 
1% and 2% per cent. on export 
policies. On casualty, fidelity, 
burglary, plate glass and similar 
insurance, 1% per cent. 
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Suburban Exchange 
Situation Cleared 


FIREMEN’S OF N. J. REINSTATED 
Company Has Paid Fine for Purely 
Technical Violation of Rules of 
Exchange Last May 





The Firemen’s, of Newark, has paid 
its fine for a technical violation of the 
rules of the Suburban Fire Insurance 
Exchange and has been reinstated as 
a member of that body. 

This action of the Firemen’s ends a 
situation which has been embarrassing 
to the Suburban Exchange and to 
the agents in the jurisdiction of 
that organization. The action of the 
Exchange dropping the Firemen’s from 
membership was taken last May when 
similar action was also taken against 
four other companies. The differences 
with the other companies were adjus*- 
ed to the satisfaction of the Exchange 
some time ago. 

3ecause the other company affilia- 
tions of the Firemen’s and the rules 
of the Exchange, the continued non- 
membership of that company worked 
a considerable hardship on the agents 
o® that and other companies. Accord- 
ing to the rules of the Exchange, an 
agent of the Firemen’s was technically 
in violation of the rules while that 
company continued outside the Ex- 
change whereas he was not molested 
by the rules if he represented one of 
the subsidiaries of the Firemen’s. 

The violation of the rules of the Ex- 
change for which the Firemen’s was 
fined was technical only and resulted 
through no fault of the company, 
which therefore protested until now 
the payment of the fine. 


COOPER MAKES CHANGE 


New Jersey Special of Commercial 
Union & Palatine To Join New 
Hampshire Fire 


W. E. Cooper, now special agent for 


the Commercial Union Assurance Com- 


pany, and the Palatine Insurance Com- 
pany, in the New Jersey field, has re- 
signed his connection with those com- 
panies, to take effect January 1st. On 
that date Mr. Cooper becomes special 
agent of the New Hampshire Fire in 
the same territory. 

Mr. Cooper covered the New York 
suburban territory and a part of Con- 
necticut for the Phenix of London be- 
fore going with the Commercial Union. 


LESS OPPOSITION SHOWN 


Indications That New General Agent 
Rule for Automobile Lines Will 
Prove Acceptable 
Following the annual meeting of the 
National Automobile Underwriters’ 
Conference in Chicago, opinions were 
very much mixed regarding the work- 
ability of the new general agent rule. 
There were not a few strong intima- 
tions by members that they might find 
it impossible to abide by the rule and 

remain in the Conference. 

It would appear now that opposition 
to the rule has in a measure spent it- 
self and there is being shown a dis- 
position to seek modifications of the 
points giving most concern, rather then 
opposing them in toto. 

The situations in Philadelphia, New 
York and Boston are being handled 
by committees. There is also a com- 
mittee working on the general field 
and the rate committee is busy on the 
new rate schedule, which will be framed 
along lines already explained in The 
Eastevn Underwriter. The Chicago sit- 
uation is being worked out with a 
minimum of trouble. This was to be 
expected, as it was in the West that 
the new agent rule originally had the 
most supporters. 


DIVIDES N. Y. TERRITORY 
Fireman’s Fund Appoints Eastern and 
Western Special Agents Succeed- 
ing Late Charles Dosser 


The Fireman’s Fund Insurance Co., 
of San Francisco, has divided its New 
York State territory which has been 
supervised by the late Charles Dosser 
as state agent. Mr. Dosser’s recent 
death was reported by The Eastern 
Underwriter. 

George F. Tompkins, who for several 
years has been special agent of the 
Commercial Union for Eastern New 
York State, has resigned as of Janu 
ary 1 and on that date he will become 
special agent for the same territory 
for the Fireman’s Fund. 

L. L. Webster, who, for a number of 
years, has been travelling Western 
New York for the Fireman’s Fund from 
Syracuse in conjunction with Mr. Dos- 
ser, has been appointed special agent 
for the same territory and will continue 
to make his headquarters at Syracuse. 


REPRESENTING ATLANTIC CITY 

The John E. King Company, Inc., will 
represent the Atlantic City Fire in New 
York as general agent. That company 
has just entered the state. 








MARINE AND FIRE 


| INSURANCE COMPANY 
| LIMITED 











UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 
80 MAIDEN LANE, 


NEW YORK 











THE AUTOMOBILE— 


INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLIC YHOLDERS 


$4,180,193.36 


LINES WRITTEN 


FIRE ' MARINE 
TORNADO WIND STORM 
RENTS LIGHTNING 
PROFITS EXPLOSION 
HULLS COMMISSIONS 
CARGOES AUTOMOBILES 
FLOATERS LEASEHOLD 


WAR RISK 

MAIL PACKAGE 

TOURIST BAGGAGE 
SPRINKLER LEAKAGE 
USE AND OCCUPANCY 
INLAND MARINE 

INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 
ZETNA LIFE INSURANCE CO. 
ZETNA CASUALTY & SURETY CO. 

















Greater Capacity for Local Agents 





Use our unlimited capacity and wide experience for placing additional 


business beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies r..sintaining United States deposits. 


binders given. 


MARSH & MCLENNAN 


19 Cedar St. 1615 California St. 
DENVER 


NEW YORK 
901 Ford Eidg. 314 Superior St. 
DETROIT DULUTH 


SAN FRANCISCO 


201 Sansome St. 


17 St. John St. 


MONTREAL LONDON 


“‘The Best there is in Insurance Service’’ 


Immediate telegraphic 


107 S. Fifth St. 
MINNEAPOLIS 


23 Leadenhall St. 









































NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


$641,341.77 
230,513.29 
300,000.00 
63,479.83 


Assets 

Reserve 

Capital 

EE Nisid-wiaiw nae 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc. 1870 


$357,318.58 
54,256.92 
200,000.00 
96,379.07 


Reserve 
Capital 
Surplus 


OPERATING ON A CONSERVA TIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 











14 


THE EASTERN 


UNDERWRITER 


December 20, 1918 





Companies Take Hold 
of Theft Problem 


PHILADELPHIA MEETING HELD 
Charles K. Yungman Heads Committee 
to Co-operate With Authorities— 


Gang Leader Explains System 


Yungman, of the Insur- 
of North America, 


company 


Charles K. 


Company heads 


ance 


the committee of representa- 


tives which will co-operate with the 
authorities in the prosecution of the 
sutomobile thieving gangs that have 
been so active in Philadelphia Be 
sides Mr. Yungman there are on the 


Commer- 
the Auto- 
Crowell, 


committee C, KE. Porter of the 
clal Union, H. R. Clough of 
mobile of Hartford, W. Y. 
Pennsylvania Fire and W. i 
Indemnity Exchange. 


Chapman, 
Pennsylvania 

The 
whole the 
cleaning up Philadelphia. Sixty of them 
were represented at a meeting in Phila- 
delphia this week to consider joint ac- 
tion in furtherance of the investigation 
of automobile theft frauds. 


“Everybody Was Crooked” 


A start has been made toward a pos- 
sible solution of the elimination of the 
thieves through the arrest of Emil L. 
Podolin, a Philadelphia attorney, who 
boast- 


companies have manifested a 


some interest in work of 


had a thieving system which he 

ea was “100 per cent. safe.” Podolin’s 
plans are said to have’ been made 
known to the police through F. K. Sny- 
cer, who for three months made da‘ly 
reports on the actions of the gang, with 


authorized to asso 
infor- 


had been 
the purpose of 


which he 
ciate for 
mation 

Podolin claimed that his system was 
fool proof “because it incriminated 
everybody and nobody would squeal.” 
According to him the garage people got 
stolen cars, the gang got paid for tak 
ing the cars, the owner: their in 
urance ‘Everybody in the deal 
crooked,” bragged Podolin 

Attorney Emil L. Podolin when ar 
rested in Philadelphia, explained in cde 
tail that his organization for robbing 


gaining 


rot 


Was 


insurance companies by stealing cars to 
order had three ways of making money 
besides the branch business of staging 
fake house burglaries to ordcr for peo 
ple who carried burglary insurance: 

| thine l 1 Pod 

to do 
t ent basis You { | 
to the 1 n 

" irs) pit l i egit 
1 i \ we I hem t 

| every weel | you 
| 1 y don't go t 

Meeting Car Owners 

“Now, you understand the first proposition 
All you have to do is to get acquainted with 
1 le who have automobiles You drive 

y T wi ca ind vo n the 

( i ie incl the rvi tation 
VI i machine you meet peopic 
wh t nachit 1 get tovether with 

‘ indred ways First thing vou 

t fellow who has trouble with 
r and he et nad and says: ‘I wish 
son) 1) would take the d car iway.’ 
Phat natur. | All you have to say then is 
that have a friend who knows a. party 
who in arrange it to have his automobile 
ke 1 iway so he gets his it surance Four 
mit of five will take you u r thet It is 
ibsolutely safe for them Phe don’t know 
who steals their car. The boys who take the 
irs don’t k w the owner and can’t identify 
them. 

‘The second proposition is to sell the cars 
is legitimate cars The ordinary used car 
ose is a fraud, even those big ones. They 
will fix the car to make it look decent and 
rin decent Say this car was originally $1.100, 
It is only about a vear or two old and they 
wil ell it for $600, They guarantee the me- 
chanical eavipment but on the bill of sale 
they nut down s is You buy the car and 
f there ia a th , es wron there is not 

1 } t rieht it Now we give a 

inte r three m ths the same as anew 

a f you bins 1 Packard from the fact rv, 
vou only get three months’ guarantee. That's 
how we get them We repair them free of 


charee if anythine eoes wrong 
“The third proposition, of course, is to sell 
legitimate cars to become models (to be stolen) 


to be very careful. It 
to sell a man a legiti 
have one or two I have done it 
around in one or two months 
you ask, He says: 

: something 


later, and you have 
is sometimes feasible 
mate car; 
with. They come 
‘How do you like the car?’ 
‘The corburetor§ give trouble.’ or 
like that. and I will say: “I can fix it and 
vably make you $100 on it.’” 


Endless Chain 


propositions of course, 
formed part of an endless-chain system. 
Kven if a man bought a car from the 
gang under the delusion that it was an 
honest second hand car and not a 
stolen car, if he discovered that he had 
been cheated and had bought a broken- 
down piece of machinery ready for the 
junk-pile, he would be in the proper 
frame of mind to get even by having 
the car stolen, so he could collect his 
insurance money. 


All three 


HUDSON READY TO START 


New York Department Grants License 
—T. Y. Brown & Co. Appointed 
Metropolitan Managers 


Brown & Co., 


is, he have heen ap- 
pointed metropolitan managers of the 
Hudson Insurance Co., which was 
granted a license this week by the 
New York Insurance Department. An- 


been appointed 
company. 


drews & Evans have 
Brooklyn agents of the 


The capital of the Hudson is $500,- 
000 and the surplus $1,000,000. J. M. 
Wennstrom, United States manager of 
the Svea and of the Christiania Gen- 
eral, will manage the Hudson also. 

CHANGES IN SUN OFFICE 

United States Secretary A. M. Thor- 
burn, of the Sun, of London, will 7e- 
tire within a short time to devote his 
attention to his brokerage business. 
George Kk. Mead, general manager of 


will retire Decem- 
succeeded by F. 
who arrived from 


the Sun, at London, 
her 31. He will be 
White, sub-manager, 
London this week to select a succes- 
sor to United States Manager J. J. 
Cuile Mr. White is to be succeeded 
by William W. Otter-Barry, who has 
been assistant secretary in London. 


NEW YORK STATE DEPARTMENT 


HUMBOLDT,FIRE OF PAY 


oo CAPITAL FIRE. OF N.H, 
PERCY B.. DUTTON, Manager, ROCHESTER 


TEUTONIA FIRE OF PA. 
GEORGIA HOME OF GA. 




















100 W‘lliam Street 





SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for seni Suburban Business 


New York, N. Y. 


Phone: John 2312 














Cash Capital 
Net Surplus 


“ KAY. Vice-President and Treasurer 
NFAT BASSETT, Vice-President 





Firemen’s Insurance Co. Newark, N. J. 


moana! 1, 1918 
tee - -$1,250,000.00 


SURPLUS TO POLICYHOLDERS.. 


DANIEL H. DUNHAM, President 


‘ehionens ". .$2,384,971.20 
-$3,634,971.20 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistam Secretary 





WOLFE SUCCEEDS KING 
Former Norfolk Local Agent Becomes 
Special Agent of Niagara for 
Western New York 


Albert 8S. Wolfe, for a number of years 
a local agent at Norfolk, Va., has been 
appointed special agent of the Niagara 
Kire for Western New York State as of 
January 1 succeeding James S. King, 
who on December 1 was appointed 
special agent of the Niagara for New 
Jersey succeeding James Westervelt, 
resigned. Mr. Wolfe will make his 
headquarters at Rochester. Mr. King 
has already established his new head- 
quarters at 20 Clinton St.,- Newark. 











Penresented at 
95 William Street, 





S. C. BISHOP CO. 


AGENTS FOR 
NEW JERSEY 


Phone, 447 John——588 Elizabeth 


208 Broad Street, 
Elizabeth, N. J. 








THE HANOVER 


FIRE INSURANCE COMPANY 
Incorporated 1852 


The Teal strength of an insurance com- 
pany is in the conservatism of its man- 
avement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A, sg laneie | Vice-President 


E. ARVIS, Secretary 
WILLIA yornigon Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM STREET, NEW YORK 




















cs LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


307 FOURTH AVENUE 


PITTSBURGH, PA. 











ADEQUATE 
FACILITIES 


ALL LINES 





_ 325 WALNUT STREET 


PHILADELPHIA 


-CLARENCE A. KROUSE & CO. 


LOCAL anp GENERAL AGENTS 





PENNSYLVANIA NEW J ERSEY 


PHILADELPHIA, PA. 





SATISFACTION 
SERVICE 


ALL LINES 














B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 


Home Office: 68 William Street 
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Companies Win An Important 
Decision In A Black Tom Case 
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The New Jersey Court of Errors and 
Appeals has decided a case, growing 
out of the Black Tom explosions; sav- 
ing large sums to insurance com- 
panies, and placing direct responsi- 
bility for negligence of a common Car- 
rier. The case is that of the New Jer- 
sey Fidelity & Plate Glass against the 
Lehigh Valley. 

The New Jersey F. & P. G. obtained 
a judgment for the sum of $23,687.37, 
as compensation for the damages al- 
leged to have been sustained by it, in 
replacing certain glass, which the 
plaintiff was under a legal duty to re- 
place, and which was broken in vari- 
ous buildings located in Jersey City 
and neighboring cities, as the result of 
an explosion, at one of the Jersey City 
terminals of the defendants along the 
Hudson River, at an early hour in the 
morning of July, 1916. 

The decision, written by 
Kalisch, reads: 

“The defendant introduced no evi- 
dence. The undisputed facts in the 
case are that at the time of the ex- 
plosion the defendant had in its posses- 
sion and gathered together on its pier 
and for several days prior thereto, 
thirty-eight cars of an average holding 
capacity of not less than 60,000 pounds 
oi explosives. These cars were load- 
ed to their full capacity with this 
extra-hazardous material, and in the 
aggregate contained more than two 
million pounds of explosives. Eleven 
of these cars contained 600,000 pounds 
of trinitrotoluol, known as a very high 
and dangerous explosive. The effect 
of the explosive was the loss of human 
lives and widespread destruction and 
devastation of property. Where the 
cars had been standing, the force of 
the explosion produced a crater which 
was 375 feet long, 220 feet wide and 
ten to twelve feet in depth. 

“The proof tends to show that the 
origin of the explosion was a fire, 
which started at or near the ammunt- 
tion cars and was first discovered by 
a watchman in the employ of a de- 
tective agency, who notified an em- 
ployee of the defendant; that the de- 
fendant had in its employ four or five 

yatchmen who had manifold duties to 
perform on the inside of the various 
warehouses and storage rooms of the 
defendant company, to care for a grain 
elevator and the machinery around it, 
to look after the boilers in the various 
buildings and to keep the fires going 
and the steam up; to look after a crane 
on the premises and the machinery 
around it, ete. 

Unbelievable Carelessness 

“There was also testimony tending 
to establish that the piers and yard 
were approachable from the river and 
land sides, and that on occasions per- 
sons would come from the street and 
from the boats and gather and sit upon 
the deck until driven off by the watch- 
man. 

“Moreover it appears that this vast 
quantity of high explosives was stored 
in proximity to the habitations and 
businesses of a million human beings 
whose lives and properties were there- 
by exposed to a risk of unusual 
danger. 

“The first court of the _ plaintiff’s 
complaint was predicated on a_nui- 
sance but that was eliminated by the 
trial judge and, therefore, need not be 
considered. | 

“The second court alleged a failure 
to exercise proper care in watching 
and guarding explosives, extinguishing 
and controlling fires, etc.; in employ- 
ing a sufficient number of watchmen 


Judge 


and guards; in furnishing sufficient 
fire fighting apparatus; in _ storing, 
handling and disposing of the _ ex- 
plosives; in keeping in repair suffi- 
cient means of communication with the 
fire and police departments; and in giv- 
ing notice to the fire department at 
orce. 

“Taking up for consideration first, 
the question whether the trial judge 
erred in refusing to grant a non-suit or 
to direct a verdict for the defendant, 
our conclusion is that he did not. 

“The legal rule as to the degree of 
care resting upon individuals or com- 
panies who maintain agencies which 
are dangerous to human life, is well ex 
pressed at page 454, by Chief Justice 
Magie, in Newark Electric Light Co. 
v. McGilvery, 62 N. J. L., where he 
says: ‘Such companies using in busi- 
ness wires to carry a subtle and in- 
visible power highly dangerous to life, 
must, although authorized to stretch 
such wires along poles in public high- 
ways, exercise a very high degree of 
care for the safety of those who may 
be thereby exposed to danger.’ By 
consensus of opinions of text writers 
on the law of negligence and of judi- 
cial decisions, high degree of care 
means nothing more than that degree 
of care commensurate with the risk of 
danger. 

“Whether the defendant had _ exer- 
cised that degree of care commensurate 


another company. 





WANTED —Fire Insurance Company Agency 


We have represented the N. W. National Insurance Co. 
in this city for over twenty years. 


SECURITY AGENCY CO. 
ROCHESTER, N. Y. 


Have opening for 








with the risk of danger arising from 
the accumulation of the vast quantity 
of high explosives upon its premises, in 
cars which stood in close proximity to 
each other, was clearly a jury ques- 
tion. 

“Under the pleading and proof in the 
cause the jury was warranted in tak- 
ing into consideration the exposed con- 
dition of the premises where the cars 
containing the explosives stood, the 
possibility of their being tampered 
with or set on fire by intruders or 
through the carelessness of workmen 
employed by the defendant in and 


about the premises; and might proper- 


ly, have found that the number of 
watchmen employed by the defendant 
to guard this great quantity of high 
explosives against such happenings was 
inadequate; or that the watchmen had 
been negligent in the performance of 
their duties in failing to discover thé 
fire before it was too late to prevent 
the disaster which followed; or that 
the defendant was negligent in failing 
to provide adequate apparatus to fight 
the fire; or in failing to give notice of 





GreatAmerican 
Susurance Company 


Now Dork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$96,971,238.06 





Western Department 


WALTER H. SAGE, Gen’l Mar. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Il, 


Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 








STATEMENT, JANUARY 157 1918, 


$2,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


: 12,927, 


NET SURPLUS 


8,527, 


23,454,989.22 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3isT, 1917 
HAD THE SECURITIES BEEN TAKEN AT THE VALUES 
AUTHORIZED BY THE NATIONAL CONVENTION OF STATE 
INSURANCE COMMISSIONERS THE ASSETS AND SURPLUS 
WOULD EACH BE INCREASED BY $2,321,032.00 


| Home Office, One Liberty Street 
New York City 


269.91 
719.31 


Pacific Department 
GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, Califeruia 


Marine Department 
WM. H. McGEE & CO., Gen’'l Agts. 
15 William Street, Mew York City 








the fire as soon as discovered to the 
fire department. 

“It is wholly of no importance 
whether or not the pleader accurately 
stated the legal duties devolving upon 
the defendant, arising from the facts 
averred in the complaint, Chief Jus- 
tice Beasley in Breese v. Trenton Horse 
R. R. Co., 52 N. J. L., at page 251, 
quotes with approval the legal rule ap- 
propriate thereto, as laid down by Ad- 
dison, in his work on Torts: ‘The de- 
cisions, observed Lord Campbell, show 
that the allegation of duty in a declara- 
tion is in all cases immaterial, and 
ought never to be introduced, for, if 
the particular facts set forth raise the 
duty, the allegation is unnecessary, 
and, if they do not, it will be unavail- 
ing. If the particular facts stated in 
the declaration do not raise the duty, 
it cannot be established by other facts 
not stated. The declaration, therefore, 
must stand or fall by the facts stated. 
Negligence creates no cause of action 
unless it expresses or establishes some 
breach of duty.’ 2 Add. Torts, para- 
graph 1338 

“The complaint, in this case, test- 
ed by this legal rule, is sufficient It 
sets out facts which upon proof there- 
of laid a proper basis for a finding by 
a jury that the defendant was negli- 
gent 

“The chief insistence of the appellant 
is that the trial judge did not permit 
the jury to find negligence on any 
theory properly inferable from the 
facts set forth in the complaint, but 
that the jury was permitted to find 
nevligence on a theory arising out of 
matters not set forth in the complaint 
To state the appellant’s proposition con 
retely it is that the issue submitted 
to the jury upon which its verdict was 
based was not presented by the plead- 


ing In support of thi assertion 
ecunsel. of appellant point to the fact 
that under a regulation of the Inter 
tate Commerce Commission, a com 
mon carrier is required to place on a 
car containing explosive a placard 
which hall eontain the word ‘Ex 
plosives,’ printed in red, and amongst 
other things thi Keep fire away,’ al 


0 to be printed in red ink. And that 
another regulation required uch car 


rier having in custody such explosives 


to guard against unauthorized persons 
having aecce to such explosive That 
ith those regulations in view the trial 

idge charged the jury as follows: 
' the I: 

( 
T i wv 
natters 
idopted I 
t | was 
exercise 
1 that 


“It is to be observed that the trial 
judge despite the regulations of the In- 
terstate Commerce Commission, im- 
posed no greater burden upon the de- 
fendant as to the measure of care to 
be exercised by it in respect to the 
custody of the explosive than 'is re 
quired at common law, and by the set- 
tled law of this state 

“The assumption of appellant’s coun- 
el that an is injected into 
the case not warranted by the plead- 
ings plainly arises from confounding 


ue Wa 


(Continued on page 18) 
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Companies Pushing 
me hd . 7 
Fire Specialties 
TO REPLACE WAR PREMIUMS 
Insurance Company of North America 
Issues Series of Circulars Showing 
Necessity for Cover 
companies are beginning to 
activity 


Fire 
additional! in pushing the 
that branch of 


premiums 


show 
varlous specialties of 


the business as the from war 


lines continue to decline. 
The Insurance North 


leaders 


Company of 
among the 
week issued 


America has been 
in this direction and this 
each bearing the 
forth 


various forms of 


a series of circulars, 
“Who Pays?”, which set 
the necessity for the 
coverage and should be of great assist- 
ance to the local agents. 
Use and Occupancy 

ued by the Insurance 
America on use and 


slogan 


The circular iss 
Company of North 
occupancy insurance is as follows: 

“You know J. Dexter Jones. Per- 
haps you made the mistake he did. If 
you have—there is yet time to correct 
it 

“J. Dexter owner of a 

business, 


Jones was the 


well established—profitable 
built after many years of toil and al- 
most super-human e‘fort. 

“Fire came when he least expected 


it—so badly damaging his plant that he 
was forced to look about for new 
quarters 
“The Jones 
fire of course, but J. 


against 
first 


plant was insured 
Dexter Jones’ 


mistake was in not increasing the in- 
surance to cover the increased valua- 
tion of his property. Right there was 


a serious discrepancy between ‘the cost 
of rebuilding and the insurance money 
due him 

“But that 
means the 
loss 

“His business was gone temporarily 

“Profits had shut off automatically 
while taxes, fixed charges—salaries of 
skilled help he could not afford to lose 

would continue during this interrup- 
tion to his business 

“Equipment would cost more—there 
would be delays in getting started 

“So J. Dexter Jones ysed all of his 
surplus—he mortgaged everything he 
owned and borrowed wherever he could 

to meet the disaster that had befallea 
him 

“Use and occ 
have prevented 
ituation— at a cost 
ably would not have equalled 
insurance premium— 

“Here is the protection a 
Occupancy policy would have 
him 

“Against loss of:— 

“1. Net profits which would or might 
reasonably have been earned but for 
the fire. 


and by no 
part of his 


was not all 
most serious 


upancy insurance would 
this embarrassing 
to him that prob- 
his fire 


Use and 
given 


», Taxes and ground or other rent. 
’. Interest on notes and bonds. 
“4. Salaries and directors’ fees, 


“6. Wages of foreman and _ skilled 
help that could not be laid off. 
“7. Cost of lighting, heating, watch- 


man and maintenance consistent with a 
state of idleness. 

“8. Other fixed charges, or special 
expense items which cannot be discon- 


tinued during a suspension of opera- 
tion. 

“And Use and Occupancy Protection 
can be secured in connection with your 


Explosion and Sprinkler Leak- 
» policy. 


Tornado, 
age policies as well as your Fire 


“In the dark hour-—after the fire, 
wouldn’t it be a consolation to know 
that—this most serious of all losses 
had been anticipated and covered? 


“May we tell you more about the Use 

and Occupancy Form?” 
Sprinkler Leakage 

The company’s circular on sprinkler 
leakage insurance reads: 

“Mechanical perfection is unattain- 
able and the human unit is by no means 
infallible. Hence the possibility of 
damage to your _ sprinkler system 
through either accident or mechanical 
defect. 

“Sprinkler Leakage 
necessary protection wherever sprink- 
ler systems are in use; for damage re- 
sulting from an accidental discharge of 
water can be covered in no other way. 

“Discharge of water may be brought 
about by any one of the following con- 
ditions: 

The pipes may freeze and burst. 
Supply tanks may collapse. 
A sprinkler head may be defective. 


Insurance is a 


The building may settle and injure 
the piping. 

Careless workmen may knock 
sprinkler heads. 


A belt may slip or break. 

Excessive water pressure—and 
water hammer. 

Corrosion of fusible link. 

Vibration of machinery, ete. 

“And frequen‘ly a great deal of dam- 
age may be done before the leak is 
discovered or can be turned off by day 
workers or watchman. 

“The danger is an ever-present one. 

“The cost of sprinkler leakage protec- 
tion is slight, the coverage broad, and 
the degree of security 1s worth many 
times the cost.” 


O’GORMAN ELECTED PRESIDENT 


Newark iecusnnne Society Selects W. 
S. Naulty Chairman of Executive 
Committee 


elected 
Society 


Robert O’Gorman has been 
president of the Fire Insurance 


of Newark, N. J. Wm. A. Hall is vice- 
president; W. R. Pruden, second vice- 


president, and Lockwood M. Seely, sec- 
retary and treasurer. 

The retiring officers aze 
Heller, president, and Thomas C. 
fatt, chairman of the executive 
mittee. 

The new executive committee is com- 
posed as follows: W. S. Naulty, chair- 
man; George P. Enke, W. C. Horton, 
John J. Berry, Stewart C. Smith, M. 
J. Price, Julius Proehl, Rutherford B. 
H. Stell, Robert O’Gorman. 


Frank B. 
Mof- 
com- 


ALBANY FIELD CLUB MEETING 





ga Choose your company with regard 
to record in past conflagrations and 
present loss paying ability. 





AT NA (FIRE) 


HARTFORD, CONN,., U.S.A. 


























| AjERicatie, “EAGLE 
| FIRE, INSURANCE 
COMPANY / 


~/ 


- : , Government.” 


“America Fore” 


A Good Company 
to Represent | 


“We want to be loyal to 
the local agents as well as 








loyal to our Country and 


AMERICAN EAGLE 


Fire Insurance Company of New York 


Cash Capital 


80 MAIDEN 


.ONE MILLION DOLLARS 





HENRY EVANS, President 


Home Office 
LANE 
NEW YORK | 


Managing Branch Offices, 
SAN FRANCISCO, 
CHICAGO 











“5. Royalties for machinery and _ pro- The annual meeting of the Albany 
CUSSE payable whether operating or Field Club will be held to-night at Keel- 
not er’s Hotel, Albany. 

Speci t t 
ial Agent Wanted 
Young man about thirty years of age, to travel New York State as 
Special Agent for Fire Insurance Co. Preferable to live in Syracuse or 
Rochester. Should have thorough knowledge of Fire Underwriting, of 
progressive personality and unquestioned character. One with exten- 
ive Local Agency experience might qualify. Please state age, schooling, 
home responsibilities, experience for past ten years, references and 


salary expected to start. 





Address “SPECIAL AGENT” 
Care of THE EASTERN UNDERWRITER, 
105 William Street, New York, N. Y. 
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Four thousand men are serving under 
the red, white and blue emblem of the 
NATIONAL UNION. Loyalty is their 
watchword - service their forte. 
Protecting the public against devastat- 
ing losses by fire, they help to furnish 
the ammunition which weaves the fabric 
of the Nation’s credit. | They are the 
emissaries of the NATIONAL UNION 
in advocating a policy which protects 
the homes of men and life time property 
accumulation. It is an army whichis 
always prepared and wins its plaudits 
in times ofpeace. The recruiting sta- 
tion is at the Home Office, where your 
correspondence is always welcome. 
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Surplus te Policyholders, $12,317,502.26 


Insurance Company of 


NORTH AMERICA 


126th ANNUAL STATEMENT 


Cash Capital ... 
Reserve for Premiums ....cccseccscccccceccssecccees 
Reserve for Losses .....s+eeees 


Reserve for Taxes ...ccccccccccscccccs senantietsesses : 
Reserve for Sundries ..ccccccocccccccccoscsccccccces 160,000.00 
The Oldest American Surplus ..... questa paeeeennonsegeneseceeeuarecseoceouss 8,317,502.26 
Stock Insurance Company Se es ee 
DEO... cacnicsscccctecectncscensccsctveesscesseed $28,477,242.66 


Losses Paid Since Organization, $192,518,273.33 

Fire Insurance, Tornado, Sprinkler, Explosion, Inland Transit, Salesman’s Floater, 
Automobile, Use and Occupancy, Builder’s Risk, 
Marine, Rent, Leasehold, Parcel Post, Regis tered Mail. 
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PHILADELPHIA 
DECEMBER 31, 1917 





Tourist War Risk, Cotton Insurance, 








H. A. Smith, President 











National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1918, to New York Insurance Department 


LIABILITIES 
eG GU ics bn iowa dnntsas cocessusecccsvecesascocseces $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Re- 

COTS BE. BO ce ccasavausescncocvscesansecccesssseeeses 11,073,438.19 
Unsettled Losses and other Claims............. 2,168,701.64 
Net Surplus over Capital and Liabilities 3,980,020.79 
Total Assets January 1, 1918........ eee» $19,222,160.62 


F. D. Layton, Secretary 
G. H. Tryon, Vice-President S. T. Maxwell, Ass’t Secretary C. B. Roulet, General Agent 


SURPLUS TO POLICYHOLDERS............$5,980,020.79 





F, B. Seymour, Treasurer 




















Steam Railroad Insurance 


By C. B. Edwards, Superintendent, 
Railway Risk Department, Hartford Fire Insurance Company 


Copyright, 1918, by Hartford Fire Insurance Co, 
Reprinted By Permission of “Hartford Agent” 
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The director General of Railroads, 
in his General Order No. 24 of April 
30, 1918, to all railroads under Federal 
control, instructed them not to renew 
expiring fire insurance policies on rail- 
road property under Federal control, 
und not to take out any insurance pol- 
icies upon such property. However, it 
was not necessary, as a war measure, 
for the government to take all of the 
railroads, so with the so-called “Short 
Lines” and those roads for which poli- 
cies have not yet expired (some of 
which had just been issued for three 
years before the order was issued), we 
have managed to keep busy. 


Government control has made great 
changes in organization and operation 
of our railways. Many believe govern- 
ment ownership will be adopted. Gov- 
ernment ownership of railways means 
government monopoly of railways. The 
railways are the largest purchasers of 
coal, iron, steel, and lumber. We can- 
not establish a permanent gove7nment 
monopoly of railways without produc- 
ing profound effects upon the business 
of all the concerns of which the rail- 
ways are the largest customers. The 
adoption of government ownership of 
railways would establish a precedent 
for the adoption of government owner- 
ship of other public utilities. In brief, 
the logical and unavoidable result of 
the adoption of government ownership 
of railways would be the acquisition by 
the government of so many other in- 
dustries that we would soon be em- 
barked on a wholesale policy of state 
socialism. Recent facts demonstrate 
that the people are opposed to such 
undertaking by the government, anda 
we have reason to believe that the 
roads will be returned to private 
owners within the period stipulated by 
Congress, namely, twenty-one months 
after declaration of peace. 

So, let us look into the future and 
prepare to meet it; now is the time to 
formulate our plans. The market for 
underwriting railroad risks, while 
greatly hampered during the past seven 
months, is still intact, and when the 
roads are returned to private owners, 
the insurance companies are and will 
be in a position to take care of rail- 
road risks that may be offered. The 
roads will be badly in need of insur- 
ance protection, and our agents should 
start now to work out some plan of pro- 
cedure to get their share of this busi- 
ness. 


Past Year’s Experience 


The Railroad Risk Department, as an- 
nounced in “The Hartford Agent” for 
July, 1917, was established by the Com- 
pany for the prompt and efficient hand- 
ling of such business as may be placed 
by agents of the Company. Our ex- 
perience during the past fifteen months 





leads us to believe that our agents 
either overlooked the announcement 
above referred to, or failed to take 
advantage of the opportunity offered. 
Inquiries were received from some 
agents for quotations on this class of 
business and schedules have been writ- 
ten for them, but railroad business 
written for agents has represented a 
very small percentage of the total vol- 
ume. We see no reason why agents 
should not go after this business, es- 
pecially where the general railroad of- 
fices are located in their home towns. 
In this way, they have an opportunity 
to get acquainted with the officials in 
charge and a little solicitation properly 
directed will sometimes land the busi- 
ness. 


This Department was established to 
help you and all inquiries for informa- 





tion will be cheerfully and promptly 
furnished. It might be of interest to 
some of our agents to briefly outline 
the methods pursued by the companies 
in writing railroad visks. Railroad 
schedule business on a large scale is 
written only by a limited number of 
companies (the “Hartford,” of course, 
being one of them) which have 
been associated together for a num- 
ber of years for the purpose of fur- 
nishing a permanent and _ reliable 
market for an important branch of 
business entitled to insurance protec 
tion. The large concentration of rail- 
road property values exposed to one fire 
makes it necessary for a number of fire 
companies to pro rate the liability as 
sumed, as no one company can pru 
dently underwrite the entire amount of 
insurance required. Under this plan, 
one company covers the entire schedule 
and then reinsures proportionate shaves 
with affiliated companies. In this way, 
the liability is distributed and the 
roads are relieved of the necessity of 
dealing with a number of companies 
in all matters pectaining to endorse 
ments, payment, loss adjustment, etc. 
Handled On Wholesale Basis 

Realizing that only a very small mar 
gin of underwriting profit, if any, is pos 
sible, the railroad business is handled 





INSURANCE COMPANY 


AT 


THE CENTRE OF MARINE INSURANCE 
IN THE UNITED STATES 





MANAGERS 


Merchant Marine House 


South William and Beaver Streets 





WADE ROBINSON & CO., inc. 















Sata -~. 


New York City 























by the companies on a wholesale basis 
aut a minimum of expense, all of which 
is predicated upon the expectation of 
receiving a participation in the general 
railroad business of the country. Any 
company confining its operations to a 
few roads or a single section of the 
country will sooner or later realize it 
is impossible to make the business self- 
sustaining, as it requires a large volume 
distributed over a wide area to produce 
results which will justify any com 
pany engaging in it. 


The loss ratio on railroad business is 
necessarily higher than on general 
business, and recognizing this fact, the 
companies have to maintain the strict 
est economy in the expense of opera 
lion, and hence the commission paid 
to agents or brokers placing vailroad 
insurance is only 10%. While this is 
less than allowed on any other branch 
of fire insurancé, the necessity for 
economy is evident, and when you con- 
sider the fact that total premium un 
der aéeéerailroad schedule, generally 
speaking, runs into thousands of dol 
lars, it is well worth an effort on the 
part of our agents. 


In order to protect the interest of 
agents, the companies writing railroad 
business make it a rule to confine the 
quotations ol terms for renewals 
solely to the recognized agent of ree 
ord in each case, on the theory that he 
is entitled to protection as against un 
authorized parties Where a road de 
sires to transfer its account to another 
agent, the companies recognize this, 
provided the change is accomplished 
before renewal terms have com 
municated in good faith to the exist 
ing agent of record. This, of course, 
does not apply to schedules not pres 
ently insured, as these are considered 
open propositions, and terms will be 
quoted to any one submitting a sched 
ule; but after the insurance is placed, 
the agent controlling the account re 
ceives the benefit of protection against 
all comers so long as he is the ac 
credited insurance. representative of 
the road. 


been 


I have endeavored to give a full ex 
planation as to just how the bulk of 


railroad business is handled by this 
Company and its associates, as I feel 
that if the agents are familiar with the 
handling of this business in all its de 


tails, they will be in a much better pe 
sition to fully solicit and con 
trol it. Please keep in mind that a rail 
road which shows some interest in fire 
prevention and protection matters is a 
better risk than one in which this work 
is lacking Therefore, our agents 
should endeavor to stimulate interest 
in fire prevention work, and this De 
partment holds itself in readiness to 
co-operate with you to the fullest ex- 
tent in this direction. The mere issu 
ance and delivery of a policy does not 
complete your obligations to your client 
or the company which you represent 


ucce 


In conclusion, when writing about a 
railroad schedule, send to us direct at 
the Home Office a complete copy of 
schedule covering the properties to be 
insured, supported with a statement of 
losses for a period of years (five or 
more). and secure, if you can, letter 
of authority from the railroad, giving 
you full power to negotiate its insur- 
ance contract, and we will do the rest. 
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EXCELSIOR FIRE STATUS 
Organizers of New Company at Syra- 
cuse Say Work Will Be Completed 
About February First 
Ray B. Smith, of the law firm of 
Smith, Hayden & Setwright, Syracuse, 
New York, who is interested in the or- 
ganization of the Excelsior Insurance 
Company in that city, aavises The 
Kastern Underwriter that he _ antici- 
pates the organization of the company 
will be completed about February first. 
Mr. Smith advises that they have not 
yet definitely settled upon whom the 
underwriter for the company will be. 


FRED S. JAMES & CO. EXPANDS 

Fred S. James & Company, has se- 
cured the entire second floor of the 
Underwriters’ Building, 23) William 
Street, New York, and in the near fu- 
ture will move its general agency busi- 
ness for the General Fire of Paris, Ur- 
baine Fire of Paris, and Eagle, Star & 
British Dominions of London to the 
new quarters. These premises were 
formerly occupied by the Frankfort 
General Accident. 


Companies Win 
= 
Black Tom Suit 


(Continued from page 15) 


the issue of negligence presented by 
the pleadings, with the character of 
the evidence adduced by the plaintiff 
to establish such negligence. The 
plaintiff, in its complaint did not make 
the regulations of the Interstate Com- 
mission, a basis for its right of recov- 
ery against the defendant, but made 
use of such regulations, in the same 
manner, as is done in cases of negli- 
gence, where penal ordinances or stat- 
utes are introduced in evidence, 
which, though in themselves, Cannot 
be made the foundation of a civil ac- 
tion, nevertheless, may be used as tend- 
ing, in conjunction with the other evi- 
dence in the cause, to establish the neg- 
ligence charged in the complaint. Evers 
vs. Davis, 86 N. J. L., 196. Although 
the learned judge adverted to the regu- 
lations and their effect, he did not in- 
struct the jury that the defendant could 
be convicted of negligence and must 
respond in damages, if any of the 
regulations had been violated by it, but 
on the contrary expressly instructed 
the jury that the defendant’s liability 
to respond in damages to the plaintitf 
arose if in the transportation of ex- 
plosives it failed to exercise caré com- 
mensurate with the risk of danger. 

“But it is further objected that the 
regulations were not properly before 
the court in that they were not proven 
to be regulations of the Interstate Com- 
merce Commission and not introduced 
in evidence and therefore they were 
not proper matters to be considered by 
the jury on the question of the alleged 
negligence of the defendant. 

“A reference to the defendant's 
amended answer to the plaintiff's com- 
plaint shows that paragraphs two and 
three of the second defense in the an- 
swer to the second court of the plain- 
tiff's complaint, in substance states 
that if the defendant carried, conveyed, 
transported and held the explosives in 
accordance with and pursuant to the 
Act of Congress of the United States 
entitled ‘An Act to promote the safe 
transportation in interstate commerce 
of explosives and other dangerous 
articles and to provide penalties for 
its violation,’ approved March 4, 1909, 
and the Act of said Congress entitled 
‘An Act to regulate commerce’ as 
amended June 18, 1910, and the regu- 
lations prescribed by the Interstate 
Commerce Commission by authority of 
said Acts. Moreover, it appears that 
the defendant in interrogatories set 
forth certain placards displayed on 
the various cars, which it said were 
those required by paragraph 1666 of 


the rules of the Interstate Commerce 
Commission; and it was these placards 
which the trial judge said he would 
take judicial notice of. 

“Upon what legal theory the court 
could properly take judicial notice of 
these placards or rules is not made 
clear unless he meant by ‘judicial no- 
tice’ that since the defendant had re- 
ferred to them in its answer to the 
complaint and had stated the contents 
of the placards in the answer to the 
interrogatories and had said that they 
were in conformity with the regula- 
tions, he would take notice of them. 
The defendant having given testimony 
relating to these placards and regu- 
lations there appears to be no good rea- 
son why the general rule applicable to 
such a situation should not prevail 
and make these placards and regula- 
tions evidence in the cause without 
formal proof. There was, therefore, no 
impropriety in permitting these rules 
to be taken into consideration, in con- 
junction with the other evidence in 
the cause. 

“The regulations to ‘keep fire away’ 
cast no greater burden upon the de- 
fendant than that imposed upon an 
individual or carrier who in the midst 
of a densely populated community 
stores vast quantities of highly ex- 
plosive materials. But even if the 
regulation could be construed into 
sense that it imposed a higher degree 
of care than was required at common 
law, the trial judge did not adopt any 
such construction, but on the contrary 
instructed the jury that the care re- 
quired was care commensurate with 
the danger of the risk; and this was 
no more than stating the common law 
vule pertaining to the circumstances 
of the case. 

“It is plain from the judge’s charge 
that with the regulations considered, 
no greater burden was imposed upon 
the defendant, in respect to the meas- 
ure of care to be exercised by it in the 
handling and care of the high ex- 
plosives, than if the regulations were 
entirely out of the case. 

“The grounds of appeal resting upon 
the assertions that there was no evi- 
dence that the plaintiff was damaged 
by the explosion of explosives which 
were under the defendant’s control; 
and that there was no evidence that 
the fire on the defendant’s premises 
was caused by or attributable to any 
negligence of the defendant, are wholly 
without any merit. 

“The judgment is 
costs.” 


affirmed with 





JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 


40 CLINTON STREET SERVICE 80 MAIDEN LANE 
NEWARK FIRST NEW YORK 


| Phone John 4560 
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LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


EK. F. FLINDELL 
INSURANCE 


.1 LIBERTY STREET _ Telephone John 2612 
LOCAL OFFICES 





NEW YORK 








JERSEY CITY, N. J. 
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Tel. 216 Montgomery 


BROOKLYN, N. Y. 
153 Remsen St. 
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NEWARK, N. J. 
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CRUM & FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET NEW YORK CITY 

United States Fire Ins. Co., N. Y. 

Richmond Ins. Co., N. Y. Union Fire Ins. Co., Buffalo, N. Y. 

Potomac Ins. Co., Washington, D. C. Seneca Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y. 


The North River Ins. Co., N. Y. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 
San Francisco, California 
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ORGANIZED 1848 W. E. HAINES, Secy. 
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PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey and New York 
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MARINE DEPARTMENT 











Real Status of American 
Risks 


It must have been very amusing for 
American hull underwriters 
ticed the article appearing in the No- 
7th issue of the English insur- 
“Fairplay,” which 


who no- 


vember 
ance paper 
fellows: 


reads as 


“It has been a sore point for under- 
writers for some time now, that, 
they are able to obtain the agreed ten 
per cent. rise on al] British hulls o’fer- 
ed for renewal, American hulls 
tinue to be placed in the London mar- 
ket at the previous year's rates. This 
is chiefly on account of the acceptance 
by American underwriters of the lines 
placed over there on that and 
any alteration will have to have its in- 
ception in the American market.” 


while 


con- 


basis, 


It is rather surprising that the edi- 
tor of this paper, who is usually very 
well posted on insurance matters, should 
have made a statement of this k:nd 
which is absolutely contrary to the 
fucts as they exist. It is well known 
by American hull underwriters that for 
some time past they have been trying 
tc enter into an agreement with the 
London hull underwriters to support 
them in a movement to improve Ameri- 
can hull rates and conditions, but up to 
the present writing they have been un- 
successful. In fact, American hull under- 
writers have fixed rates on American 
fleets for renewal from time to time 
during the year and New York 
brokers have found absolutely no 
difficulty in securing 
the London market—if not for the en- 
tire fleet, for a very large line. 


past 


lower rates in 


The latest case that can be cited is 
the Standard Oil fleet of 
which rated by American 
writers, after very 
tion, at the extremely low rate of 
cent. A large firm of New 
brokers who placed this fleet 
solutely no difficulty in securing a cov- 
er for a very large amount at a rate 
of 4% per cent. in the London market, 
thereby depriving American 
writers of the first participation in 
strictly an American fleet. The loss of 
the Standard Oil fleet by American 
hull underwriters was not very keenly 
they figured that the 
Standard Oil Company had been carry- 
ing their own insurance in an insurance 
fund for some years past, and that they 


steamers, 
under- 
considera- 


was 
careful 
5 per 

York 
nad ab 


under- 


felt, because 


knew just exactly what the cost was 
to them for insuring their own fleet 
for a number of years, and if any 


group of underwriters were willing to 
assume the risks on their fleet at a rate 
probably below cost, the Standard Oil 
Company must have been perfectly will- 
ing to place the fleet in the insurance 
market. Everyone who knows anything 
oi the management of corporations 
knows that the Standard Oil Company 
has the reputation of being one of the 
best managed corporations in the 
world. Their success is said to be due 
to their management. Their cost sys- 


Hull 
Placed in London Market 


tem is said to be the height of perfeco 
tion, and if they see fit to place their 
insurance amongst marine underwriters 
at a named rate, they 
limited brokers to, the 
outlook for 


which said 
their 


underwriters 


are 
to have 
accepting 
class of business, from a 


this logical 


point of view, does not seem to be any 
too bright. In fact, the 
losses that have already 
on the fleet since the same 


number of 
been reported 
Was insured 
little 
unexpired 


are very heavy and leave a very 
premium for the 


the insurance. 


miargin of 
term of 

Therefore, the loss of this fleet did 
majority of 
underwriters feel 
that the 
even for the rate 
would 


not make the 
hull 
they knew 


American 

badly, a 
profit, 

quoted, 


very 
margin of 
that 
very small, if any, 
but it pointed out to them the absolute 
impossibility of trying to get 
port in an endeavor 


they 
have been 
any sup- 
to sustain or raise 
rates and better conditions on 
hull 
writers. 

It will be recalled that 
Oil Company, after 
liability 
years, 


American 


business, from London under- 
the Standard 
carrying their own 
insurance for a number of 
took similar 


with the 


action to the above 
that 
companies 


result several casualty 


insurance lost a good deal 
in handling this insurance. 


OBSERVER 


ot money 


A. V. HANSEN SAILS 
French Representative First To Seek 
Expansion of Insurance Relations 
of Two Nations 
A. V. Hansen, partner in the Paris 
firm of Alb. Smeestets, why has been 
in New York for the past three months 
negotiating for the interchange of faci- 
lities between French and American 
companies, sailed last Saturday on the 

French liner “Chicago.” 

Mr. Hansen is the first Frenchman 
to come here on such a mission and 
his efforts, together with the informa- 
tion about the French market which 
he has disseminated, have already re- 
sulted in a number of American com- 
panies seeking connections in France. 
Mr. Hansen, in addition to his interest 
in the firm of Alb. Smeesters, is man- 
eging director of L’Univers, of Paris, 
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manager of L’lle de France, of Paris, and | am glad to say that connections 
and foreign manager of the United have now been established between 
French Insurance Co., of Paris. Just many of the most important American 
before sailing, Mr. Hansen said to The companies and many of the most im 


Kastern Underwriter: portant French companies—companies 


“I regret very much indeed that im which have hitherto practically ignored 
portant and very urgent business in each other's existence I have no 
France makes it impossible for me to doubt that this is merely a beginning, 


prolong my stay over here. When | and I foresee a very great development 


came over | found that the American in the exchange of business between 
market and the French market knew’ the two countries. 

very little about each other. I hope “One of the things which has sur 
that my efforts to give information to prised me more than anything else 
the American market about the French over here is how comparatively littl 
market may be the first stage toward jhe reinsurance business. as a separate 
important exchange of business be independent line of insurance business, 
tween France and America, I feel, in jg pejng pursued on this side. Thi: 
spite of the short time [| have had at parket is, I think generally speaking, 
iy disposal, I have succeeded beyond § ghort of reinsurance cover all around. 
all hope and not in the least thanks and 1 firmly believe that there will be 
to the great interest which The East- 4 fine scope for a first vate American 
ern Underwriter has taken to encour- j;einsurance company to operate over 


age and develop this important 
question. 

“T have had the opportunity of meet 
ing many of the most important un- 
derwritcrs and managers on this side, 


very clearing 


and the 


here and thereby act as a 
between the American 


reinsurance markets.” 


house 
foreign 





Mc CoMB 


WILL WRITE FIRE 
The Scandinavian 
way, of which O.G 
United States manager ha 
York Insurance 
write fire in 


INSURANCE 
American, of Nor 
Orr & Co., Inc., are 
applied to 
Department 
urance 


New 
license to 


candinavian American has been 





. r - ve N - foal suzance I : ‘ tn z 
saemene | for a Mcense to write fire insurance 
| transacting a marine busines: re f 

New York || a number of year Trygyv Wettre 


56 Beaver Street 
MANAGERS MARINE DEPARTMENT 


| 

| 

° . : 

American Insurance Co., of Newark, N. J. | 
Firemen’s Insurance Co., of Newark, N. J. 

Glens Falls Insurance Co., of Glens Falls, N. Y. | 

Hanover Fire Insurance Co., of New York, N. Y. | 

| 


here for 


home office secretazvy of the Scandina 
vian American, is in New York now 
and expects to return to Norway on 


January 4. 


BURNED 43,000 DWELLINGS 

















MARINE AGENTS The King Albert of oe the 

reports t re H ,.00 dwell- 

Globe & Rutgers Fire Insurance Co., of New York, N. Y. | den = oe wee h in 500 wees 

MARINE AND WAR RISK INSURANCE Pelgium before their retreat The 

destruction was in 600 cities and vil- 

Losses made payable in all parts of the World lages as follows: Brabant, 5.833 

5 a ST houses: Antwerp, 3,553; Liege, 3,444; 

CABLE ADDRESS: MACOMB, Ny. Y. TELEPHONE BROAD 631 Namur, 5,243; Luxemburg, 3,000; 
—— —— - West Flanders, 16,000. 
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Hopkins Suggests 
Plan to Marine Club 


SETS STANDARD FOR NEW MEN 
Development of Educational Facilities 
Would Make Membership in Club 
Basis of Employment 


J. A. H. Hopkins, of Johnson & Hig- 
gins, in his address at the December 
meeting of the Marine Insurance Club 
last Thursday, outlined a plan for ad- 
ditional activity for the Club which has 
been the subject of much discussion by 
its members during the past week. 

Mr. Hopkins introduced his plan as 
follows: 

“Now, as to our future prospects. I 
have read with much interest the com- 
ments of our friend Cecil P. Stewart, 
in the address which he delivered to 
you last September, and I am inclined 
to agree with him that it is not nec- 
essary for us to worry in relation to 
what the future has in store for us. 
For to all who have studied the pres- 
ent situation it must be obvious that 
the next few years will register a tre- 
mendous increase in our shipping and 
export trade. 

“Furthermore, I also agree with Mr. 
Stewart when he says that we need 
not be over-concerned over the possi- 
bility of the government taking over 
our shipping interests, but I reach this 
conclusion through a different course 
ff reasoning. The widespread senti- 
ment in favor of government owner- 
ship of our railroads and public utili- 
ties is fundamental, and the opposi- 
tion to an extension of this principle 
is not based upon the fact that the 
‘rovernments cannot operate any busi- 
ness as cheaply as private interests.’ 
In fact, I believe that all the weight 
of evidence is on the opposite side of 
this question. Certainly, the opera- 
tion of the government owned railroads 
ia Switzerland, the parcel post in this 
country (compared to the express busi- 
ness) and the operation of the vari- 
ous public utilities now owned by the 
Canadian Government have clearly 
demonstrated that under certain con- 
ditions government ownership is eco- 
nomical and advantageous. 

“But the sentiment of our people is 
very decidedly in favor of granting op- 
portunities for individual development 
and initiative, and the demand for gov- 
ernment ownership only materializes 
in connection with utilities or indus- 
tries which have outgrown the com- 
petitive stage, and have become either 
an integral part of our national wel- 
fare, or monopolistic in their character 
t such an extent that they have 
demonstrated the futility of advantage- 
ous continuation under private Own- 
ership. I certainly do not think that 
our foreign shipping trade, nor even 
our domestic shipping trade, except, 
possibly, where it merely constitutes 
a link in our railroad system, has 
reached either of these stages, nor do 
I think it is likely to reach them in 
the future if it is operated intelligently 
and properly. Moreover, at the pres- 
ent time I can find no indications that 
the government has any intention of 
taking over our. shipping interests 
other than to regulate them from an 
international standpoint, which, if ade- 
quately arranged, would be extremely 
beneficial. Nor do I believe that the 
public sentiment is such that at the 
present time any such’ wholesale ex- 
tension of the government ownership 
principle could be enacted into law. 

“On the other hand, I cannot quite 
agree with Mr. Stewart when he says 
that he believes the administration has 
all these matters in mind and that we 
need not concern ourselves about them. 
Or the contrary, I feel that they are 
of vital interest to us all and that 
we have it in our hands, if we take a 
sufficient interest in the subject, to 


guide the future policy of our govern 
ment in this direction. 

“To sum up, I believe that the mis- 
sion of your Club is primarily to en- 
courage co-operation between the un- 
derwriters, brokers, vessel owners and 
the general public, and to cheapen in 
every legitimate way the cost of trans- 
portation, as well as to facilitate the 
protection of our products, with a view 
to our mutual advantage. You are, 
it seems to me, in an especially ad- 
vantageous position to accomplish 
these purposes; you are not simply an 
association of adjusters, nor of under- 
writers, nor of brokers, but, you repre- 
sent all branches of the marine in- 
surance industry, and I am not so sure 
that it would not be an advantageous 
move for you to include in your mem- 
bership, or at least, invite to your meet- 
ings, the vessel owners, exporters and 
importers, in order that they may have 
a better appreciation of the problems 
which you have to solve, and conse- 
quently, an increased willingness to co- 
operate with you in solving them. 

“But, in addition to this, there is one 
distinct mission which, it seems to me, 
clearly comes within your province 
and your opportunity for service. 

“At the present time there is no 
standard in America by which the 
young man or woman aspiring to oc- 
cupy an important position in the in- 
surance world, can qualify. We have 
an adjusters’ association, we have vari- 
cus boards of underwriters, but we have 
nothing which puts its official stamp 
ot approval upon the men and women 
who are desirous of becoming experi- 
enced and efficient members of our 
profession. If your Club could estab- 
lish such a standard, and through 
proper educational methods and ex- 
aminations bestow upon those who are 
seeking this goal a certificate or diplo- 
ma, Which will stand as a mark of effi- 
ciency and a recommendation for ser- 
vice, you will mark an advance in our 
present hap-hazard system which will 
go a long way towards standardizing 
the marine insurance business and en- 
couraging a desire for efficiency which 
will work to the advantage of every 
insurance office. 

“I throw this out merely as a sug- 
gestion, but it is one that has long been 
in my mind, and it seems to me that 
through the forming of your Club you 
have established a channel which is 
particularly appropriate for this pur- 
pose.” 

OCCUPY OWN BUILDING 

The Trans Marine Underwriting 
Agency, Inc., underwriting managers 
for the Importers & Exporters and the 
Washington Marine, now occupy the 
entire building at 17 South William 
Street, which was recently purchased 
fom their account. The records and 
other office equipment were moved 
from the offices previously occupied at 
56 Beaver Street on Saturday and Sun- 
day. 


GILLESPIE CO. INSURANCE 


Waived Because Collectible Elsewhere 
—Was Not Result of Breach of 
Warranty 


The Eastern Underwriter has been 
advised that the $100,000 insurance on 
fuses was waived by the T. A. Gillespie 
Co., of Morgan, N. J. It is found 
that insurance was collectible 
elsewhere and not as a result of 
a breach of warranty as stated in last 
week’s issue. We are further advised 
that no warranties had been made in 
connection with the placing of the poli- 
cies in question. 


NEW YORK BOARD MEETS 

A meeting of the New York Board of 
Fire Underwriters was held on Wednes- 
day at which Wallace Reid read the 
report of the losses reported to the 
loss committee showing the claims in- 
curred in New York City during the 
eleven months of 1918. 
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Great American Ins. Co., New York 
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Hire Insurance Co. Ltd. 


| OF LIVERPOOL, ENGLAND. 
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of Watertorow. 11%. 


F. F. BUELL, Troy, N. Y., Special 


F. L. GILPIN, JR., 434 Walnut St., Phila., Special Agent. MIDDLE DEPT. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent.. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 


65th Annual Statement 
, SR ERR Sia $5.574,008.60 
RR vwcbesnsaccrgtadevessnce 2,923,025.51 
DED. Nidisudennedadareueneecdones 500,000.00 
Conflagration Surplus ............. 250,000.00 
Surplus to Policyholders.......... 2,650,983.09 


AQOUE. occas NEW YORK STATE 
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New York, N. Y. 


Scottish Union & Nat. Ins. Co. 
Niagara- Detroit Und. 





BINDERS EFFECTED ON NEW JERSEY RISKS 
Irvin T. Bernhard 
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Compensation Bureau 
Conditions Are Mixed 


AWAITING GOVERNMENT ACTION 


Cantonment Situation and Expense 
Feature Result in Several More 
Resignations 
What shall be done regarding a com- 
pensation insurance on cantonment and 
other government construction work is 
now up to the government. It is a case 
of whether the government shall de- 
clare that the plan entered into by it 
with some nine companies, by which 
this business was to be handled on a 
special low cost plan, shall be dropy«d, 
or whether the government shall take 
issue with the state insurance officials 
who have declared the plan unwork- 
able. The latter course is thought to 

be unlikely. 

The commissioners have also shown 
an attitude adverse to the proposals of 
the government that the carriers re- 
turn a portion of the profits on this 
business. The principle of discrimina- 
tion and rebating figured most promi- 
nently in the arguments of the commis- 
sioners. 

Meeting Likely Today 

Last week the National Workmen’s 
Compensation Service Bureau held a 
meeting of a special committee com- 
posed of the opposing factions in the 
cantonment controversy. The idea was 
to get matters straightened out by the 
time the annual meeting of the Bureau 
was to be held. This committee meet- 
ing was unproductive of anything de- 
cisive and the annua] meeting has now 
been postponed until some time in 
February. Another meeting of the 
committee was set for Tuesday of this 
week. Owing to the inability of 
Charles H. Holland, of the Royal In- 
demnity, to be present, the meeting 
was postponed and will probably be 
held today, December 20. 

The companies which have thus far 
resigned from the Bureau are the 
Travelers, Aetna, Employers’ Liability, 
Continental Casualty, London Guaran- 
tee & Accident, and the Standard. 

Travelers First to Go 


The Travelers’ resignation is of the 


longest standing, and is based upon a 


number of differences as to Bureau 
practice. The principal reason, how- 
ever, was objection to the methods of 
writing business on government con- 
struction work, notably cantonment. 
The Travelers took the position that 
the companies which had written this 
business at a higher rate than subse- 
quently proved necessary, should re- 
turn a portion of their profits to the 
government. 

The Employers’ Liability resignation 
followed close on that of the Travelers, 
but was tentative upon acceptance of 
the Travelers’ resignation. The Travel- 
ers’ resignation has not been accepted. 

The Aetna resigned a few days ago 
for reasons quite the opposite to those 
of the Travelers as regards the can- 
tonment question. 

As to the other resignations, they 
are understood to be the result of a 
belief on the part of those companies 
that should the Travelers and the Aet- 
na withdraw from the Bureau, the ex- 
pense of conducting the _ institution 
would be too, great for the other com- 
panies to bear. 





The Travelers has in its accident 
prevention department some convinc- 
ing photographs showing how neces- 
sary it is to guard against casualties 
that result in torn clothing. 





CASUALTY AND SURETY NEWS 





Plate Glass Up 
in Thirty States 


COVERS FLAT CAR SIZE COSTS 


Some Cities’ Rates Remain Unchanged 
—Difference in Replacement 
Expense Recognized 





Plate glass rates have-been changed 
in thirty states so as to reflect the dif- 
ference in cost of replacing flat car and 
box car sizes, it being recognized that 
the flat car sizes are by far the more 
expensive to the companies. 

Alabama, which was Manual plus 25 
for both, is now plus 50 for box and 75 
for flat. 

Arkansas, formerly plus 25 and 75 is 
now plus 50 and 100. 

California, formerly Manual flat for 
both, is now Manual for box and plus 
50 for flat. 

Colorado, formerly plus 50, now plus 
50 for box and plus 100 for flat. 

Delaware is the same as Colorado. 

District of Columbia, formerly Man- 
ual flat, is now Manual plus 33 1/3. 

Florida, formerly Manual plus 25, 
now plus 75 for box and plus 100 for 
fiat in the southern part of the state. 
In the northern part it is now plus 
59 for box and plus 75 for flat. 

Georgia, formerly Manual plus 15, 
now plus 15 for box and plus 75 for 
flat. 

Idaho: Boise, which was formerly plus 
25 and 75 respectively, is now plus 50 
and 100. The state at large was plus 
59 and 100 and is now plus 75 and 
100. 

Indiana: Lake county changes from 
plus 75 for both to plus 75 and 100. 
The state at large changes from plus 
331/38 for both to plus 331/383 and 100. 

Idaho, formerly plus 50 for both, be- 
cemes plus 50 and 100. 

Kansas: Kansas City remains as be- 
fore, plus 50 for both. The state 
changes from plus 331/3 to plus 33 1/3 
and 100. 

Kentucky, formerly plus 25, now plus 
25 and 75. 

Louisiana, formerly plus 331/38, now 
plus 331/3 and 100. Shreveport and 
Delhi become plus 50 and 100. 


Maryland: Baltimore remains un- 
changed at Manual flat. The state 
changes from Manual plus 25 plus 


331/3 for box and plus 75 for flat. 

Minnesota, from plus 50 to plus 50 
and 100. 

Missouri: St. Louis remains un- 
changed at plus 25 and Kansas City is 
unchanged at plus 50. The _ state 
changes from plus 331/3 to plus 33 1/3 
and 75. 

Montana, formerly plus 80 and 140, 
becomes plus 100 and 150. 

New Hampshire, changes from Man- 
ual flat to plus 331/3 and 75 

North Carolina, from plus 25 to plus 
50 and 75. 

North Dakota, from plus 75 to plus 
100 and 150. 

Ohio: Cleveland, 


ro 


Columbus, Cincin- 


rates. 


Policy. 
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The affairs of the 


equitable treatment.’ 
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The New York Insurance Department in a recent examina- 


“While the business of the 
its liabilities have borne a 
admitted assets and the surplus a corresponding in- 
crease in the ratio to liabilities. 
Company, therefore, has been healthy. 

Company are being efficiently and 
conservatively conducted. Liberal reserves have been 
set aside for outstanding losses and other liability 
items, and policy yholde rs are being accorded fair and 


Over Three and a Half Million Dollars Paid in Claims 


Se onc a daguks dines taneenseen $350,000.00 


WRITTEN 


Accident-Health (Commercial and Indus- 
trial) —-Burglary—Plate Glass—Automobile 
Teams and General Liability. 


Agency applications will be considered for unoccupied 
territory. 


Company has increased, 
decreasing ratio to the 


The growth of the 


. $584,137.21 

















nati and Toledo remain unchanged at 
plus 25. The balance of the state takes 
plus 25 and 75. 

Oregon, which was Manual] flat now 
takes Manual flat for box car sizes and 
plus 50 for flat cars. Portland remains 
Manual flat. 

South Carolina, from plus 25 to plus 
50 and 75. 

Tennessee: remains un- 
changed at Manual flat, Memphis re- 
mains plus 50, Chattanooga remains 
plus 25 and Nashville remains plus 25. 
The state, which was plus 25 for both 
sizes is now plus 25 and 75. 

Vermont, changes from Manual flat 
to plus 3831/3 and 75. 

Virginia was Manual flat now be- 
comes plus 25 and 75. Richmond is 
Manual flat and Bristol (Va.-Tenn.) 
plus 25 and 75. 

Washington, from 
Manual flat and plus 5¢ 

West Virginia, ~acnag Manual flat to 
plus 50 and 75. 

Wisconsin, from plus 
33.1/3 and 75. 

All these changes become effective 
February 1. 


Knoxville 


_—— flat to 


331/3 to plus 


Francis Macdonald Sinclair, a manu- 
facturer and a director in the Preferred 
Accident died at his home in New York 
after a long illness. 


Something New 


Residence theft insurance at one-third the former 
This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 





General Accident 


Fire and Life 
Assurance Corporation, Ltd. 
PHILADELPHIA 





Parcel Situation 


Being Reversed 
HAS EFFECT ON COMPENSATION 
Laws’ Provisions for Payment of 
Injured May Work to Detriment 
of Companies 
Only a short time ago there was 
considerable agitation by brokers and 
assureds because of the enormous ad- 
vance in pay vrolls, resulting in com- 
pensation premiums increasing  tre- 
mendously in volume, while at the same 
time the risk assumed by the carrier 
was claimed to have not been propor- 
tionately increased 
The National Reference Committee 
of the Bureau, together with the in- 
surance department, took the matter 
up at once, and all preparations were 


made to investigate the _ situation 
thoroughly, and if possible, arrive at 
some decision whereby employers 


would not be unnecessarily taxed for 
a non-existing hazard The sudden 
change in the war’s developments has, 
however, started the wage scale going 
down, besides reducing the number of 
men in many plants. Also the item 
of overtime has been eliminated, This 
item had a decided effect in swelling 
pay rolls 

Most compensation laws provide that 
the injured person shall receive a per- 
centage of the average wages for the 
year immediately preceding the injury 
and it now becomes evident that car- 
rievs will in future be receiving pre- 
miums on a diminishing payroll while 
paying claims based on the abnormal 
conditions of the past 


TWO HONORARY MEMBERS 
Bayard P. Holmes and John J. King, 
of the Hooper Holmes Bureau, New 
York, have been elected honorary mem- 
bers of the Health & Accident Claim 
Association of New York. 
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Return to Original Rule 
The hundred square foot plate glass 
rule in Chicago has been returned to 
its original status. Some time ago the 


companies agreed that because of the 
difliculty in obtaining large sizes, they 


would provide in their policies, that 
they should have the privilege of re 
placing plates of over 100 sq. ft. with 
two smaller plates. This rule was late: 
made optional in Chicago, but now 


the optional feature has been cancelled 


and the rule returned to its original 
form At a conference in New York 
last week, the question of the appli 


cation of this rule came up, and several 
thought that it might be well to abolish 
it. After hearing both sides to the az 
gument, it was not only decided to 
maintain the rule but to strengthen it 
in Chicago as indicated above. 
A *k a 
G. P. Bartenfeld Better 
G. I’. Bartenfeld of 220 Broadway, 
New York, supevintendent of the lia 
hility claim department of the Fidelity 
& Deposit, is slowly recovering from 
attack of pneumonia. 


an aggravated 
* * & 
Bracing Up Collections 

Most of the casualty companies are 
thinking of little else just now other 
than collections There is a general 
feeling that the situation this year is 
better than it has been for some time. 
The collection situation had become 
quite troublesome, and a number of 
companies who had suffered most evi- 
dently decided that they would put a 
stop to the abuse of credit. More pres 
sure has been brought to bear upon 
delinquents both in the agency and 
brokerage fields with good results. One 
casualty manager prides himself that 
he employs no collectors and still is 
getting in the money at a satisfactory 
rate and volume. 


oo af * 
Competition Not Serious 
During the Insurance Commissioners’ 
meetings in New York it developed 
that the competition of the Liberty Mu- 
tual on government contract work is 


not as serious as was expected. It ¢s 


understood that the arrangement = ap- 
plies only to yards located in the ‘so- 
called Southeastern department cover- 


ing five Southern states, none of which 
have workmen's compensation acts. 
Also that the Liberty Mutual does not 
guarantee to contractors and fixed divi- 
dend or immunity from assessment. 





made 


But an arrangement has been 
with a Pennsylvania reinsurance com- 
pany by which contractors may secure 


the net rate and be relieved of assess- 
ment liability. Risks located outside 
of the five states are not involved, and 
the commissioners find no legal ob- 
jection to the arrangement. 
a a a 
May Carry Case Higher 
It is said in Syracuse that the case 


of the United States Casualty against 
Kdward K. Fenno, a contractor, will be 


fought through the Appellate Division 
and the Court of Appeals. The Su- 
preme Court gave a verdict to the com- 
pany, which sued Fenno for the _ pre- 
mium on a compensation policy. Fen- 
no had contested the premium on the 
ground that it was excessive and that 
he had been promised a reduction. In- 
stead his premium was advanced. The 
Supreme Court's decision upheld the 


Workmen's Compensa- 
Rating Board in 
to the experi- 


legality of the 
tion Inspection & 
making rates according 
ence rating plan. 
* cd *K 
Geo. R. Brainard Resigns 

George R. Brainard has resigned as 
superintendent of the burglary and _ fi- 
delity departments of the Ocean <Ac- 
cident. He will take a vacation be- 
fore resuming active business. He has 


interests in New England outside of 
ihe insurance field. 
* * * 


Views on Boat Risks 

In making new rates for boat build- 
ing risks, the National Workmen’s Com- 
pensation Service ‘Bureau says: 

With reference to boat building—-wood, 
the committee concluded that nothing 
should be done at present for the rea- 
son that the available experience does 
not appear to be dependable and would, 
therefore, give no adequate basis for 
rate making. Furthermore, with the 
end of the war, the industry is becom- 
ing constantly less important. It is not 
expected that the construction of wood 
vessels will again be resumed on any 
large scale. 

There has never been a classification 
in the manual to provide for the con- 
struction of conerete’ vessels. To 
remedy this situation and to provide a 
special classification in which risks of 
this character may be classified, the 
committee has erected a classification 
with the symbol CY. 











Assets 
Liabilities 
Capital 
Surplus over al] liabilities... 
Losses paid to June 30, 1918 


Health, and Disability Insurance; 


Dimage). Automobile (Personal Injury, 
Druggists, Owners and Landlords, 
surance: Fly-Wheel Insurance. 








The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Office—92 William St. 


SEMI-ANNUAL STATEMENT JUNE 30, 1918 
$Ohe0 eee oeseesvecconuscesaeesd $15,684,739.43 





This Company issues contracts as follows: 
Burglary, Larceny, 
Insurance, Liability Insurance—Employers, Public, Teams (Personal Injury and Property 
Property Demage and Collision), Physicians, 
Elevator, Workmen’s Compensation—Steam Boiler In- 





e+e 12,471,369.12 
00 


Sada 2,213,370.31 
63,244,803.06 


Bonds; Accident, 
Plate Glass 


Bonds: Surety 
and Theft Insurance; 


Fidelity 








at 


& 


R. H. Lambert, Branch 


Capital 
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_ CHICAGO BONDING AND INSURANCE COMPANY 
WRITES the following lines of INSURANCE 

FIDELITY AND SURETY, PLATE GLASS, BURGLARY, GENERAL 
LIABILITY, AUTOMOBILE LIABILITY, PROPERTY DAMAGE AND 
COLLISION, ACCIDENT AND HEALTH, MONTHLY PAYMENT 
Charles R. Culyer & Co., Resident Manager, 428 Walnut St., Phila., Pa. 
Geo. S. Dippold, Kes. Mgr., 1107 Peoples Bank Bldg., Pittsburgh, Pa. 

W. F. Murphy & Co., Res. Mgrs., Union Trust Bldg., Jersey City, N. J. 
J. Ramsay Barry Co., General Agent, 10 South Street, Baltimore, Md. 

Manager, 
$500,000.00—Surplus to Policyholders, 


F. O. ROBERTS, Vice-Pres. and Gen. Mgr. 





Equitable Bldg., Washington, D. C. 
$825,544.2 
HOME OFFICE: CHICAGO, ILLINOIS 











The committee has discontinued clas- 
sification No. 6840 and has provided an 
entirely new method of rating iron or 


steel ship construction risks. If the 
risk is assembling fabricated plates 
und frames, all operations will here- 


after be classified under one of the new 


classifications. However, if the risk 
fabricates and assembles plates and 
frames, there will be a payroll segre- 


gation and all yard work and shop work 
not directly connected with the erec- 
tion of the hull, will be classified in 
accordance with certain standard shop 
Classifications. 


BOND AGITATION RENEWED 


Automobile Casualties in New York 
State Emphasize Need for Public’s 
Protection 


The 
Highways 
York 
were 


the National 
Society of New 
1917, 455 persons 
vehicles in that 
maimed are 


annual report of 
Protective 
shows that in 
killed by 
state and the injured and 
estimated at 30,000. 
condition 


motor 


Knowledge of this 
the 
every 


agitation 
driver of 
a car, Whether he is owner or chauffeur, 


has renewed 


for a law compelling 
to furnish a bond or a liability policy 
for not less than $5,000. The bill would 
ulso compel every person applying for 
uw license to pass a rigid examination. 
Advocates of this plan believe it would 
cut casualties in half and reduce in- 
surance cost correspondingly. At pres- 
ent the insurance companies do not 
want the taxicab insurance as the men 
employed are generally undesirable as 
The public does not realize this 
however, and when legislation of this 


risks. 


kind is proposed it is thought that the 
insurance companies are seeking to in- 


crease their business. The public 
should be protected against reckless 
drivers, for in most cases where in- 


jured persons have sought to obtain re- 
dzess from taxi drivers it is found that 
the car was mortgaged and the driver 
was judgment proof. 


STATE FUND PROPOSED 


“Insurers’ Alliance” Advocating Plan 
For Automobile Owners—Also 
Compulsory Insurance 





An organization calling itself the In- 
surers’ Alliance of America has renew- 
ed the agitation 
tem of insuring automobile liability, to 
be compulsory by 
enactment. (. McLean Stinson, an in- 
surance broker, at 35 West 39th Street, 
New York, is at the head of the 
Alliance. The Alliance makes a vigor 
ous attack upon the agency and broker- 
age systems. It is claimed that the in 
surance companies returned last year 


for a state fund sys- 


made legislative 


to the assured only $47 out of every 
$100 of premium and says that the 
same service for which the assured 


now pays so high can be secured merely 
by the use of a three cent stamp. 

The legislative program of the Alli 
ance also calls for a law making it com 
pulsory for every car owner in New 
York State to file with the secretary of 
state a liability policy for at 
$5,000. The owners would have the 
choice of buying theiv automobile in- 
surance from one of the regular car- 
riers, stock or mutual, or from the 
state, fund, the same as is now the case 
with compensation insurance. 


least 





J..L.MAUTNER AGENCY 





Complete Automobile Coverage 
All Casualty Lines 





95 William St. 
NEW YORK 


Phone John 1570-2622 











127 Wheaton PI. 


RUTHERFORD, N. J. 
Phone Rutherford 1345 

















T. F. BOWES CoO. | 


SPECIALISTS SINCE 1915 
IN 


Check Raising and Check Alteration Indemnity 





| 
| Brokers will find a demand for this Protection. Inquiries 
invited regarding our Policies, Rates and Commissions. 





50 Broad St., New York - 





Managers:—Department of Banking Indemnity 
NEW JERSEY FIDELITY & PLATE GLASS INSURANCE CO. 


Phone Broad 1127 
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CASUALTY AND SURETY POINTERS 























How long does failure 

Holding A last? asked Charles In- 

Watch on gremton, of the Aetna 

Failure companies, and then he 
answered: 

If you were going to measure a fail- 
ure, would you do it by years or a stop- 
watch? In other words, what should 
be the duration of a failure? 

The main difference between men 
who succeed and men who do not, is 
usually expressed in the length of time 
they allow a failure to LIVE. 

One man meets Failure, sits down 
and takes a drink with him, invites him 
to his home, introduces him to his 
wife, gives him three square meals a 
day and the spare chamber with a 
southern exposure and urges him to 
prolong his stay indefinitely. 

In other words, he makes it so pleas- 
ant for Failure that he’s lucky indeed 
if he ever gets rid of him during his 
lifetime. 

Another man, diiferently constituted 
and possessing more pep, courage and 
“come back,” meets Failure; gives him a 
curt nod and marches right along 
towards ultimate success as’ though 
nothing had happened. 

In this daily and well nigh eternal 
wrestling match with ltife you may, it 
is true, occasionally get thrown to the 
mat, but the question is: HOW LONG 
ARE YOU GOING TO STAY THERE? 

In the prize ring ten seconds are 
allowed a man after every fall, to rise 
again and continue the fight. 

In the squared circle of life when 
Failure steps up close, feints with his 
left hand by holding out a promise of 
reward and then steps in close and 
whales you with a mighty wallop right 
square on the nose, so that you see a 
million stars and your head bumps the 
floor; the point is:—HOW LONG ARE 
YOU GOING TO STAY DOWN? 

That’s the important question: HOW 
LONG? 

Every man gets “put out” once in 
awhile. No one is proof against an oc- 
casional knock out, but the chap who 
doesn’t STAY down, who bounces up 
from the carpet like a rubber ball and 
maybe after spitting out a tooth or 
two, goes at it again, is bound to win. 

And that’s the kind of conduct which, 
persisted in, makes collections easy. 

ak ak cad 
The General Accident 
Peace is Sig- reminds its field men 
nal For that the end of the 
March Forward war is not to be the 
signal for a _ relaxa- 
tion of effort, but for still greater ef- 
forts in all directions. For more than 
four years the world has restricted, as 
far as it possibly could, the manufac- 
ture of articles and the prosecution of 
works which in peace times it regards 
as necessaries. It has, to a large ex- 
tent, endeavored to live on what it had. 
Houses have not been built, nor have 
those already built been repaired to 
any great extent. The world has 
mended its clothes and restricted the 
making of new ones. Whole nations 
have been prevented from following 
their ordinary occupations for years. 
In addition to these deficiencies, the 
world is faced with the devastations 
in the countries where the war has 
raged. 

In only one way can these deficien- 
cies be remedied, and that is by labor. 
The war involved a call to every in- 
dividual to do his or her share, and 
so it will be with the tremendous work 
of re-construction. There will be 
work for evefyone, and everyone will 
be under the necessity of working. 

All of this means that for years to 
come the opportunities for good busi- 
ness opening up to the ambitious and 
alert insurance solicitor will be un- 
precedented. Increased production will 


be the universal slogan, and insurance 
solicitors must keep pace with the gen- 
eral trend. Nations are laying their 
plans betimes, to occupy leading posi- 
tions in the industrial development 
which will follow the close of the war, 
and it is eminently fitting that individ- 
uals also should take note of the signs 
of the times and be prepared to join 
effectively in the march of progress. 
A general increase in production will 
open the door to the writing of more 
insurance, and to the conserving of 
that which is already on the books. 
ok a a 
To the Massachusetts 
Silver Lining Bonding & Insurance 
to the the influenza scourge 
Cloud has a _ silver lining 
Speaking of the epi- 
demic the company says that disability 
insurance has never had such a wide- 
spread advertisement. The number of 
claims paid satisfactorily to the policy- 
holders will do more to stimulate a de- 
mand for insurance than any thing else 
that has ever happened and the agent 
who fails to take advantage of this situ- 
ation will indeed be “asleep at the 
switch.” Regarding claims the com- 
pany says: 

“The epidemic started out somewhat 
like the wave of la grippe a few years 
ago, but when in full swing, instead 
of being confined to sections of the 
United States, it swept over the en- 
tire country, including every state in 
the Union. 

“To give you an idea of the situa- 
tion in regard to claims, we received 
in three consecutive days a total of 
$50 claims. During the thirty days 
just passed over 5,600 accident and 
health claims of all kinds were filed 

an average of 200 for each business 
day. There have been a total of 3,358 
claims filed on account of influenza. 
The limit of our claim department 
working overtime has been to examine 
and pay as high as 274 claims in a 
single day, and had the epidemic con- 
tinued much longer it would have been 
necessary to double our force. 

“The effect on new business when 
the epidemic was at its height was 
noticeable in that while general busi- 
ness conditions enabled us to write 
more business than in former months, 
dozens of our best men were confined 
to their homes on account of this dis- 
ease and so unable to write business, 
and an even larger number of agents 
had their hands more than ful] in look- 
ing after claims.” 


FOR AMERICA FIRST 

Smith-Lawson-Coambs Company, Chi 
cago, are making a plea for support of 
American institutions in which they 
say: 

“Can you conceive of a single reason 
why, AT THE SAME PRICK, every 
red-blooded American should not pa- 
tronize American institutions? Don’t 
be a listless, thoughtless buyer. Ever 
time you patronize an American insti 
tution it makes you a better citizen, he- 
cause it helps every American that 
helped to make the things you buy, 
just the same as they in turn help 
YOU, when THEY buy the product of 
YOUR hand or brain. Many of the 
niost complex problems of the day can 
be solved without any expense to the 
American people, if they will only 
exercise a small part of their yankee 
shrewdness in the spending of Ameri- 
can dollars. Every dollar of premium 
paid to this office furnishes bread and 
Lutter for American citizens-—-brokers, 
employes of general agents and home 
offices and company stockholders. We 
represent: AMERICAN COMPANIES 
ONLY.” 


| W. E. SMALL, President 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 
“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 
Surplus and Reserves to Policyholders......... $1,688,506.87 


PETER EPES, Agency Mer. E. P. AMERINE, Secretary 








The METROPOLITAN CASUALTY 
INSURANCE CO. OF NEW YORK 
HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Russell R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 











| PHE SIGN OF GOOD CASUALTY INSURANCE 
| HEAD OFFICE F. J. WALTERS 
| 


& H t & A G oO Resident Manager 
55 JOHN STREET 
F. W. LAWSON 


New York 
General Manager 


| Liability, Accident 
| Burglary,Boiler and 
Credit Insurance 


Elmer A. Lord &Co. 

145 Milk St., Boston 

Resident Managers 
New England 





Establisneo i86: 


| London Guarantee & Accident Co., Ltd. 


| OF LONDON, ENGLAND 



















DEVELOPING 
‘i, Fidelity and Surety Bonds, Liability Workmen’s 





if Compensation, Automobile, Accident, Health, 
Wao =» Burglary and Plate Glass INSURANCE 





bh APPRECIATE THE CO-OPERATION OF THE-——-—— 


Massachusetts Bonding and Insurance Company 
BOSTON T. J. FALVEY, President 


Paid-In Capital $1,500,000 Write For Territory 








The Greatest Selling Help 


for the accident insurance agent is 


Prompt and Liberal Claim Service 
WE GIVE IT 








There are Great Opportunities 


for agents in unoccupied territory 


Write us to-day 


123 WILLIAM STREET 
NEW YORK CITY 





The Standard Accident Insurance Co. 
of Detroit, Mich. 


C. A. TIMEWELL, Resident Manager 
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OW the Red Cross calls! The annual Christ- 
mas Roll Callof members will echo through- 
out the land the week of December 16th to 23rd. 


Membership in the Red Cross now is more 
than duty—it is an honored privilege, and an 
evidence of loyalty. When that Roll is called, 
your conscience, your sense of right and jus- 
tice, your love of country and your devotion 
to the highest ideals of unselfish service all sug- 
gest that you answer ‘‘HERE!” 


All you need is a heart and a dollar 


These entitle you to membership for one year. 


Contributed through Division 
of Advertising 























Contributed by 


The Eastern Underwriter, 105 William St., New York City 


When Distress Calls 
| the Red Cross Answers “HERE!” 


When you wear your button, signifying that 

ou are a member, you will not be asked to 
join again this year—it means that you have 
answered the Roll Call. 


Join—be a Christmas member — but just 
join once. 


Our soldiers and sailors look to the Red 
Cross for comforts. They have never been 
disappointed. 


The Red Cross looks to you for the moral 
support of your membership. Answer‘‘ HERE!” 
when the Roll is called. 


United States Gov’t Comm. on 
Public Information 














Wear Your Button 








Fly Your Flag 
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